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Abstract
Reynolds , Jessie  June, M .A ., M a y  2009  G eo graphy
F a rm ers ’ Percep tions and R eac tions  to  C h an g es  in Grain  E leva to r  S ize and Loca tion  in 
Central M ontana
Chairperson: Dr. C hris t iane  von Reichert
In Central M ontana , gra in  e levators  se rve  as the p r im ary  m arket for w heat. W h a t  began 
in the 1910’s as num erous  small grain e levators  scattered  at short in tervals  a long  the 
railroad has n ow  been  co n d en sed  to  a few  very  large grain elevators  at central points  in 
the region, increasing  their  e ff ic iency  and reduc ing  the ir  costs  as they can load larger  
trains in less t im e w ith  few er  em ployees .  F o r  farm ers , this often  m eans  reduced  
com petit ion  a m o n g  e leva to rs  that buy  gra in  and an increase  in the  d istance  they m ust 
transport the ir  grain. E x is t ing  literature  add ress ing  agricultural m arke ts  and transporta tion  
costs  typ ica lly  em ploys  a quan tita tive  perspective ,  such as von T h u n e n 's  land use theory  
o r  the supp ly  area concept. This  study  uses a  quali ta t ive  approach  based  on in terview s 
and conten t analysis  to add the  perspec tive  o f  local farm ers . Th ir ty -f ive  in terv iew s w ere 
conducted  with farm ers and grain e leva to r  opera to rs  pa tron iz ing  the U nited  Harvest 
e levator in M occasin ,  M o n tan a  or  the P eav ey  e leva to r  in M oore , M ontana . A nalysis  o f  
these in terview s exp lo res  h ow  fa rm ers  eva lua te  the ex pans ion  o f  M o o re 's  sm alle r  grain 
e leva to r  to a larger 1 10-shuttle facility  and h ow  this ch ange  in m arke ting  in frastructure  is 
expected  to affect farm  opera tions in the region. T h ree  them es em erg ed  from  farm ers ' 
evaluations o f  chang ing  m arket in frastructure: com pe ti t ion , risk, and m arket access. 
C om peti t ion , including its benefits  to farm ers , m an ag em en t  and service, and  stra teg ies  for 
small operators, refers to how  fa rm ers  perce ive  e leva to r  com pe ti t ion  and its effect on the 
price the fa rm er  receives. R isk  inc ludes truck ing  hazards , c rop  ro tation  and alternative 
crops, and local env ironm enta l  cond itions .  M arke t  access  inc ludes d is tance ,  time, site 
accessibility , and m arket availability . T h ese  them es  in form  the fa rm ers ’ ca lcu la tion  o f  
costs. T h e  ba lance  o f  these costs  w ith  the m arke t  price  drives  m arke ting  and crop  
decis ions. F ind ings from  this s tudy  support the use o f  the supp ly  area  concep t w hen 
eva lua ting  grain e leva to r  p lacem en t and confirm  its value w hen  applied  to-grain 
m arke ting  system s at the regional level. B eyond  this, it revea led  considera t ions  that are 
im portan t at the local and individual level. U nders tan d in g  fa rm ers '  dec is ions  can help 
gra in  e levators take action  to im prove  their  ow n  co m p e ti t iv en ess  as well as the fa rm e rs ’ 
m arke ting  options.
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CHAPTER ONE - INTRODUCTION
In late 2003, the Burling ton  N orthern  Santa  Fe R ailroad  C o m p a n y  (B N SF) 
announced  its in tentions to  abandon tw o  sections o f  track in eastern  M ontana . This  
announcem en t p rom pted  the M o n tan a  D epartm en ts  o f  T ransporta tion , A gricu ltu re , and 
C o m m erce ,  to  com m iss ion  the M o n tan a  B ranch  L ine  S tudy  (2004), a report  concern ing  
the potential effects  o f  the abandonm en t.  T h e  p roposed  a b an d o n m en t  is reflec tive  o f  a 
trend tow ards the use o f  fewer, larger, and m ore  effic ien t fac ilities to  load grain into train 
cars. R ailroad and grain e leva to r  com pan ies  have  m oved  from  load ing  single  cars at 
small grain e levators to load ing  26, 52, and now  110 cars at a t im e at a s ing le  e levator. A 
larger facility  requires a larger supp ly  area to  fill m ore  cars, a ffec ting  the supp ly  areas o f  
sm aller  elevators. I f  the  supp ly  area  o f  a large fac ili ty  en com passes  that o f  one or  m ore 
sm aller  elevators, the sm alle r  e levators  and the ra ilroad  that serves  them  are  likely  to  be 
shut do w n  and abandoned . T h is  reduces the n u m b e r  o f  locations at w hich  fa rm ers  can 
sell the ir  grain and increases  the d is tance  m an y  m u st  t ransport it.
B N S F  and large grain com pan ies  w hich  o w n  m an y  o f  the  gra in  e leva to rs  a long  
the ra ilroad c la im  that the  benefits  ar ising from  the trend  tow ard  few er  and larger 
facilities are passed  on to farm ers th rough  h igher  rates p e r  bushel fo r  the ir  grain. M an y  
farm ers and grain e leva to r  opera tors  in te rv iew ed  fo r  the a fo rem en tioned  s tudy  disagreed. 
T hey  asserted  that the need  to  truck the grain over  g rea te r  d is tances  to  a large e leva to r  
offsets any  increase  rece ived  in the price per  bushel fo r  grain fo r  m a n y  farm ers .  In 
addition , the fa rm ers  felt that j o b  losses due to  the c losure  o f  sm alle r  e leva to rs  and the 
subsequen t  im pac ts  on rural co m m u n it ie s  w ere  m ore  im portan t  than gra in  prices 
(M on tana  B ranch L ine S tudy  2004 , 15-19).
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Increases in e leva to r  size and the  a cco m p an y in g  shifts in transporta tion  and 
m arket options have  a lso  been  occu rr ing  in Central M ontana . In 2001, a new  e leva to r  
w as built at M occas in  to  fill 1 10-car sh u t t le 1 trains, and in early  2009, the Peavey  
e leva to r  in M oore  com ple ted  an upg rade  to a s im ila r  s ize facility. T h e  new  e levator 
began receiv ing  gra in  in January  o f  2009, m ak in g  Central M o n tan a  a p r im e  location for 
research concern ing  these  changes.
C hanges  in transporta tion  and m arket op tions  are  not new  to the agricultural 
com m unity ,  no r  are theories  about the interac tions be tw een  fa rm ers  and m arkets . O ne  
p rom inen t theory  concern ing  location and agricultural activ ity  w as  deve loped  in the 
1820’s by Jo hann  H ein rich  von  Thiinen. a w ell-educa ted  G erm an  esta te  o w n er  (Hall 
1966). V on T hunen  used deta iled  records  and observa tions  from  the fa rm s on his  esta te  
to  form  a m odel re lating  m arket d is tance  to agricultural p roduc tion  and land values. His 
m odel a ssum es that ra tional cho ices  are  m ade  by  fa rm ers  based  on the  d is tance  they  need  
to  travel to  m arket, w ith  all o ther  agricultural variab les  be ing  equal (Hall 1966). 
A gricultural location theory  d raw n  from  von  T h i in en ’s m odel suggests  that po tentia l for 
profit drives  fa rm ers ’ dec is ions  (B erry  et al. 1993, 253).
O th e r  sources  suggest that profit  is not the p r im ary  fac tor  in a f a rm e r’s business  
decisions. F o r  exam ple ,  an article from  the O regon  S tate  U nivers i ty  E x tens ion  Service 
(Bubl and S tephenson  2001)  advises  new  fa rm ers  to co n s id e r  the ir  fam il ie s ’ talents and 
interests w hen  ch o os ing  a c rop  o r p roduct. A n o th e r  ex am p le  co m es  from  the fa rm ers  
in terview ed fo r  the M o n tan a  B ranch  L ine  S tudy  (2004 , 15-19). M a n y  in this s tudy
1 T h e  te rm s  sh u t t l e  t r a in  a n d  u n i t  t r a in  r e f e r  to  t r a in s  w h i c h  c o n s i s t  o f  m a n y  id e n t ic a l  c a r s  i n t e n d e d  to  c a r ry  
l a rg e  a m o u n t s  o f  a  s in g le  c o m m o d i t y  f r o m  a  s in g le  o r ig in  p o in t  to  a  s in g le  d e s t in a t i o n  p o in t .  In  th e  c a s e  o f  
g r a in  e le v a to r s ,  a  f a c i l i ty  w h i c h  lo a d s  u n i t  t r a in s  is o f t e n  r e f e r r e d  to  a s  a  5 2 - c a r  fac i l i ty ,  a n d  a  f a c i l i ty  w h ic h  
l o a d s  s h u t t le  t r a in s  is  r e f e r r e d  to  a s  a  1 1 0 -ca r  fac i l i ty .
2
d isapproved  o f  the ra i lroad 's  business  prac tices  rega rd ing  incentives  g iven  to those  w ho 
sold their grain at a larger e levator w hile  bypass ing  sm aller,  but c lo ser  elevators. In this 
case, the fa rm ers ’ decis ions w ere driven by  the va lue  the fa rm ers  p laced  on their 
co m m unity  ra ther than personal profit.
T o d a y ’s fa rm ers  and ranchers  face d ifferen t t ransporta tion  and m arket cha llenges 
than those o f  von T h i in e n 's  t im e, but they are still a ffec ted  by  the geo g rap h y  o f  their  
farms, inc lud ing  issues such as access  to m arket,  availab ili ty  o f  labor, cos t  o f  
transportation , quality  o f  soil, tem perature ,  rainfall, o r  any n u m b e r  o f  reg ionally  variable 
factors. B ecause  o f  the recen t e leva to r  construc tion , the fa rm ers  o f  Central  M o n tan a  can 
provide  valuable  in fo rm ation  th rough  the ir  kno w led g e  o f  grain m arke ting  and the ir  ow n 
opera tions about h ow  these  changes  affect them.
T he  pu ipose  o f  this s tudy  is to  exp lo re  the role o f  location  and the  m arket from  
the fa rm e r 's  perspective. H o w  do  fa rm ers  eva lua te  gra in  m arke ting  in frastruc ture?  Do 
changes  in transporta tion  and m arket op tions  affect e leva to r  c h o ice?  D o  m arketing  
options affect the ir  c ropp ing  dec is ions?  T o  answ er  these  ques tions ,  this s tudy  exp lo res  
h ow  fa rm ers  re spond  to  the p resence  o f  a n ew ly -cons truc ted  shuttle -tra in  e leva to r  in 
Central M o n tan a  and to  w hat ex ten t this affects  the ir  c rop  and m arke ting  practices.
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CHAPTER TWO - BACKGROUND
Location theory in agriculture helps describe and predict patterns in agriculture 
based on market distances, production and transportation costs, and land types. This 
chapter describes agricultural location theory as written by von Thiinen and briefly 
comments on the current literature. The rules of supply area are then introduced, and 
these arguments are linked to the grain market landscape in Central Montana. The 
chapter continues with the context for understanding grain marketing in the study area, 
including a short history o f  grain elevators and farming in the study area and a discussion 
o f  the grain marketing process.
Models for Agricultural Land Use 
In 1826, Johann Heinrich von Thiinen published his Iso la ted  State with Respect to 
A griculture and  N ational Economy. His classic work described the effects o f  distance to 
market on land rents and agricultural land use. M uch o f  the current and past research on 
agricultural location theory draws on von Thtinen 's  work (Duram and Archer 2003;
Lucas and Chhajed 2004). Von Thtinen 's  research and subsequent theoretical 
developments reach the conclusion that there exists an optimum use for land (i.e. type of 
crop grown or animal raised) which is dependent on land value and distance from market 
(Lucas and Chhajed 2004; Singh 2002). Von Thiinen’s simplest model assumes uniform 
conditions throughout the market region including cost and type of transportation. The 
concentric rings in the top portion o f  Figure 1 illustrate the pattern that developed based 
on these factors. High-value, perishable crops were grown nearest to the central city or 
market where land value is high, whereas lower value crops and livestock were grown on 
the fringes o f  the market area where land value is low. With that, von Thiinen points out
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that p rox im ity  and d is tance  to m arkets  s im ultaneously  affect land va lues  and land use 
intensity: land near  a central  m arket has h igher  land values  and is used m ore  intensively, 
w hile  land d is tan t from  such a m arket has low er  land values  and  is used less in tensively  
(o r  extensively). T he  bo ttom  portion  g ives an exam ple  o f  w hat occu rs  w h en  the  region is 
not un iform . In this case, a r iver has been  included  in the region, w h ich  reduces  
t ransportation  costs  for those  nearest the river. T h e  reduction in transporta tion  costs 
b rought on by  w a te r  t ransport alters the crop  g row ing  zones.
F igu re  1. T he von T h iinen  M odel. A d ap ted  from  H all (1966).
In the 1950 's  and 1960‘s, new, m ore com plica ted  m ode ls  em erg ed  as researchers  
a t tem pted  to address  the  l im ita tions  o f  von  T h u n e n 's  original m odel (Lucas and C hhajed  
2004). T h e ir  w ork  cons ide red  variables a ssum ed  to be un ifo rm  in the von Th iinen  m odel, 
such as land quality , t ransporta tion  ne tw orks,  and m arke t dem ands .  S ingh  (2002) 
identifies transport cos ts  and w age  rates w ith  respect to  m arke t  d is tance  as im portan t
Central City
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variables to consider when modeling optimal zones of production. Archer and Lonsdale 
(1997) show that metropolitan centers and areas with aesthetically desirable landscapes 
tend to increase nearby farm land values, and therefore proximity to these areas weighs 
heavily in land use choices. Both articles assert that distance to market and location 
relative to population centers are important in land use decisions. It follows that farmers 
should maximize their profit by making decisions based on how much they will pay in 
labor and transportation costs compared to the price offered for their crops.
In contrast to economic models, the organic and sustainable farming movements, 
as described by Michael Pollan in The O m nivore’s D ilem m a  (2006) and Richard 
Manning in A gainst the Grain  (2004), suggest moral issues, quality o f  life motives, and 
sustainable land use practices are increasingly influencing farmers ' land use and crop 
choices. Both authors highlight cases where farmers make decisions based on long term 
benefits to their communities and land, not on maximizing personal profit. The Montana 
Branch Line Study (2004) echoes these motives with example o f  concerns for community 
impacts related to the closure o f  local grain elevators voiced by farmers and grain 
elevator operators in eastern Montana. Farmers who place more value on community, 
quality of life, and sustainable land use should then make decisions based on benefits to 
their community and land.
In spite o f  the importance o f  motives that differ from profit maximizing, work in 
agricultural location theory concentrates on profit maximizing economic motives and 
treats agriculture as a special case o f  location theory in industry. Indeed, from the late 
1950’s through the present a major focus has been the location o f  collection, processing, 
and distribution facilities, including grain elevators, with the goal to reduce costs to the
6
processo r  and co n su m er  and increase profits. L ucas  and C hh a jed  (2004)  p rovide  an 
overv iew  o f  these works. S ince fa rm ers  m ust co n s id e r  the location o f  co llec tion  and 
process ing  facilities w hen  choosing  w hat to g row  and w here  to sell it, it is useful to 
consider  the re la tionsh ip  betw een  m arkets  and supp ly  areas f ro m  the industrial poin t o f  
view.
Supply Areas
Berry, C onk ling , and Ray (1993 , 182-186) o ffe r  a s im p le  exp lana tion  o f  the 
eco n o m ic  rules o f  supp ly  areas (F igure 2). A  m a rk e t ’s supp ly  area  is d e te rm ined  by the 
d ifference  be tw een  the price  at the m arke t  and the cost o f  t ransporta tion  to  the market. 
This  is referred  to  as the producer  price  floor. T h e  cost o f  t ransporta tion  increases with 
d is tance  to  the m arket, so the price  f loo r  dec lines  as  the  d is tance  to the m arket increases.
SUPPLY AREA BOUNDARIES
TRANSPORTATION COSTS
-15-15
-10-10
-5
CA B
Figure 2. Supply A reas of C entral M arkets. A dapted from  B erry, Conkling, and  Ray (1993, 185)
Suppliers  will sell at the m arke t w here  they  rece ive  the h ighes t  p roducer  price, or 
net price. I f  the price  offered  at com p e t in g  m ark e ts  is equal, supp lie rs  m ax im ize  the ir  net 
price, by  selling  at the m arke t c losest to them . T h e  supp ly  area  bou n d ary  be tw een  
com p e tin g  m arkets  occurs  w here  the price  floors  are equal. T h e  supp ly  area  boundary  
betw een  tw o  m arkets  o ffering  equal prices is there fo re  equ id is tan t  be tw een  the  two 
m arkets . I f  a d ifference  in price  exists  be tw een  c o m p e tin g  m arke ts  such as B and C  in
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Figure 2, the supp ly  area b o u n d ary  fa lls fa rth e r from  the h ig h er p ay ing  m arket. T h is 
resu lts in a la rger supp ly  area fo r the m arket at B than  fo r the m arket at C . S upp liers  
transport the ir goods a lo n g er d is tan ce  if  the  p ro d u ce r p rice  flo o r is h ig h er and  the 
po ten tia l fo r p rofit exceeds that o f  a c lo se r m arket.
F igure 3 illu stra tes the im pact o f  a la rge  p rice  increase  at one m arket on the 
supp ly  areas o f  sm alle r m arkets . T he h ig h er m arket p rice  at B m eans that the p ro d u cer 
p rice  B oor is a lw ays g rea te r fo r goods tran sp o rted  to  B than th o se  taken  to  A  o r C . A 
su p p lie r w ho m akes his d ec ision  based  on p ro fit w o u ld  then invariab ly  ch o o se  to  sell a t B 
ra th er than at A  o r C . E ffec tiv e ly , a la rge  eno u g h  p rice  increase  at B w ould  m ean  th a t no 
goods are so ld  at A o r C . M arke ts  at A and C  w ould  then  need  to  increase  th e ir  p rices  to 
regain  lost supp ly  area. In the  w orst case  scenario , th ey  w ould  be unab le  to  do so  and 
d isap p ear en tire ly .
A B C D
The m arkets a t A, B, C, and D originally offered competitive prices resulting in symmetrical supply a reas  
(bounded by the d ash ed  lines). If the m arket a t B increases  the price it offers above that offered by A, C, 
and  D, its supply a rea  increases. A large enough  increase expands its supply a rea  to  include tha t originally 
belonging to  m arkets A and C, a s  well a s  a  portion of D.
Figure 3. Effects of Price Change on Supply A rea.
A pplications in G rain Production  
F or the grain industry  at large, the m ark e t is co n sid e red  to  be the co m p an ies  o r 
coun tries w ho  co n su m e the  gra in . F or ind iv idual fa rm ers, how ever, the g rain  e lev a to r
acts as the m arket, and  d ec isions are based  at least p a rtia lly  on the tran sp o rta tio n  cost o r 
d is tan ce  to the m arket as described  by von  T h iinen . T he c lo su re  o f  an ex is tin g  e lev a to r or 
the construction  o f  a new  e lev a to r m ay  co rresp o n d  to  both  a change in m arket 
opportu n ities  and a change in tran sp o rta tio n  fo r farm ers.
B oth changes p lay  a ro le  in von T h iin e n 's  land  use theory  and  in the supp ly  area 
concept. W hile  von  T h iin e n 's  m odel o ffers so m e insigh t w hen  lo o k in g  fo r pa tterns in 
c rops grow n in relation  to a m arket, th is  th eo ry  seem s m ore ap p licab le  at the reg ional 
level than  at the local level. F rom  a reg iona l persp ec tiv e , C en tra l M on tana  cou ld  be 
d escribed  as con sis tin g  en tire ly  o f  m odera te  to  low  in tensity  land use zones s im ila r to the 
tw o o u te r reg ions in von T h iin en ’s m o d el, th ree -w ay  sy stem s, and  ex ten siv e  anim al 
p roduction . T h ese  zones are co m p arab le  in in ten sity  o f  use to  g rain  p roduction  and  cattle  
o p era tions in M ontana. C en tra l M o n tan a  is a re la tiv e ly  h o m o g en o u s w heat-p ro d u c in g  
area, m ean ing  tha t, aside from  livesto ck  and  fo rage , the  area  su rro u n d in g  g rain  e levato rs 
p roduces p rim arily  w heat and few  o th e r crops. T h u s  there  is no t a large d iffe ren ce  in 
w hat the farm ers c lo sest to  th e ir  local m arket, o r g rain  e lev a to r, g row  w hen  com pared  to 
w hat those  on the fringes grow .
G rain  e lev a to rs  are e ssen tia lly  co llec tio n  p o in ts  fo r la rg er m ark e ts  o u ts id e  o f  the 
local area. F o r understan d in g  grain m ark e ts  at the local scale , the  supp ly  a rea  ru les 
described  above are usefu l in ev a lu a tin g  the e ffec t o f  p rice  ch an g es, e lev a to r  ex p an sio n s, 
and  e lev a to r c lo su res, all o f  w hich  am o u n t to  m ajo r sh ifts  in the fa rm ers ' g ra in  m arket. 
F o r instance, the co n stru c tio n  o f  large cap ac ity  g ra in  e lev a to rs  in a reg ion  affec ts the 
price  o ffe red  fo r grain . O ne reason  the p rice  changes is b ecau se  these  fac ilitie s  can  load 
larger tra in s qu ick ly  and e ffic ien tly , and  th ere fo re  are rew ard ed  w ith  red u ced  fre igh t
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rates. This  a llows the e leva to r  to pass the  sav ings on to the farm ers in the fo rm  o f  h igher  
prices per  bushel. A second  reason  prices are ra ised  is to  increase the am o u n t  o f  grain 
delivered  to the elevator. W h en  grain e levators  increase  the ir  capac ity  to  store  grain and 
load it on to  train cars, they require  m ore  input. In o rde r  to reach  their  quota , they require  
m ore  grain and consequen tly  a larger supp ly  area.
Consider ,  fo r  exam ple ,  that A, B, C , and D in F igure  4  represent fou r  26-car  
capacity  gra in  e levators  a long  the ra ilroad. W h en  capacities  are equal, each  grain 
e leva to r  requires the sam e  am o u n t  o f  supp ly  area to  fill the e levator, and prices are 
com petit ive . If  a 1 10-car grain e leva to r  w ere  constructed  at B, it w o u ld  require  m uch  
m ore  land a rea  to fill the  e leva to r  to  capacity . T herefore ,  it m ust attract grain farm ers 
from  the  supp ly  areas o r ig ina lly  be long ing  to  ne ighboring  grain e levators . A cco rd in g  to 
the supp ly  area rules above, the so lution to  this p rob lem  is to increase  the price offered  
for grain to  en tice  fa rm ers  to  transport the ir  gra in  the  ex tra  d istance.
Figure 4. Effect of In troducing a L arg er G rain  E levator n ear Sm aller Existing Elevators.
A s the M o n tan a  B ranch  L ine S tudy  (2004) illustrates how ever ,  w here  fa rm ers  will 
receive  the  h ighest price is not the ir  on ly  concern . If  the larger gra in  e leva to r  is 
successful in ga in ing  its needed  supply ,  the sm aller  capac ity  e levators  canno t rem ain
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open. The farm ers in terv iew ed fo r  the 2004  study  are aw are  that the c losure  o f  sm aller  
grain e levators  has d irect and indirect eco n o m ic  and social im pac ts  on the ir  com m unit ies .  
In this case, the farm ers then m u s t  base  the ir  dec is ions  o f  w here  to sell the ir  grain on the 
potential im pact on the ir  com m unit ies .  If  they sell at the larger e leva to r  instead o f  a 
c lo ser  but sm alle r  elevator, they receive  a h igher  price  fo r  them selves ,  but they also 
deprive  the sm alle r  e levator o f  their  pa tronage  and increase  its risk o f  closure . T h e y  m ust 
decide  w he the r  the nega tive  effects  o f  c losure  o f  the  sm alle r  e leva to r  o u tw eigh  personal 
profit. In addition , fa rm ers  m ust ta ilo r  their crops and land use to  best suit transporta tion  
and m arke ting  op tions tied to the con tinued  opera tion  o r  c losure  o f  local grain elevators.
Understanding Grain M arketing in Montana 
Transporta t ion  techno logy  has long  had an e ffec t on the p lacem en t o f  grain 
facilities and the m arke ting  o f  grain, and therefore  affects  the  fa rm er  as well. This  
section outlines  the h is tory  o f  grain e levators  in the state and the s tudy  area, the 
transportation  o f  grain from  the farm to the e levator, and the  process  o f  se ll ing  grain. 
Grain Elevators and the Railroad
G rain  e levators  debu ted  in M o n tan a  w ith  the arrival o f  the ra ilroads. B y  1913 
there  w ere  as m an y  as 60 0  grain e levators  in the  state (M alta  E n terp rise  1913). In Central 
M ontana , e levators  w ere  constructed  a long  the ra ilroad at in tervals  som etim es  less than 
ten m iles  and often three e levator co m p an ie s  opera ted  in the sam e  tow n. H ow ever ,  s ince 
the initial w ave  o f  e leva to r  construction , the n u m b er  o f  e leva to rs  in the state has 
con tinua lly  declined. M an y  factors con tribu ted  to this decline , inc lud ing  exp an s io n s  in 
e levator size w hich  increased com petit ion  a m o n g  e leva to rs  and im p ro v em en ts  in
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transportation  o f  grain from  the farm  to the e leva to r  w hich  gave  fa rm ers  grea te r  ability 
take advan tage  o f  that com petit ion .
Prior to  1970. six m a jo r  ra ilroads served  the State o f  M ontana . A m ap  o f  the 
M o n tan a  rail system  in 1945 is inc luded  in A ppend ix  A. O f  these  m a jo r  ra ilroads, two 
served Central  M ontana: the G reat N orthern  R a ilw ay  and the  M ilw au k ee  Road". 
B eg inn ing  in 1970, ra ilroads in M o n tan a  b egan  to  m erge  or  fall in to  bankruptcy . By  
1985. m ergers  and bankrup tc ies  had resulted in one  com pany ,  B urling ton  N orthern  
R ailw ay  (BN), now  called  the Burling ton  N orthern  Santa  Fe R a i lw ay  (B N S F ) ,  ow n in g  
m ore  than 90%  o f  M o n tan a  rails (M o n tan a  D epartm en t o f  T ransporta t ion  2005). In 
Central M ontana , the fo rm er  M ilw au k ee  R oad  tracks w ere  aban d o n ed  leav ing  on ly  those 
o w ned  by BN  and a short- l ine  track ow n ed  by  the S tate  o f  M o n ta n a ' .  A  m ap  o f  the 
current M o n tan a  rail sys tem  is included in A ppend ix  A.
In the  1970’s, ana lyses  o f  transporta tion  and m arke ting  sys tem s in M o n tan a  from  
M o n tan a  S tate  U nivers i ty  and the  M o n tan a  D epartm en t o f  H ig h w ay s4 favo red  the 
consolida tion  o f  m arke ting  facilities into few er, larger, and m ore  effic ien t opera tions.  A 
study by  C ra m e r  and C ope land  (1972)  o f  the M o n tan a  w hea t  m arke ting  system  
conc luded  that “ the  low est cost so lu tion  invo lved  only  27 e leva to rs .” In 1979, the 
M o n tan a  Rail Plan w as co m ple ted  in response  to changes  occu rr ing  am o n g  the  railroad 
com panies .  This  plan a lso  encouraged  the trend  tow ards few er  and la rger  g ra in  e levators , 
dec la r ing  “ the c h ie f  virtue o f  the grain subterm inal concep t is that it in troduces m ajo r  
econom ies  o f  sca le” (M o n tan a  D epartm en t o f  H ighw ays  1979, 66). F o l lo w in g  this
2 M ilw aukee  R oad is co m m o n ly  used  to re fe r  to the C h icago , M ilw aukee . St. Pau l, and P ac ific  R ailroad .
3 T h is short line track  is m ain ta in ed  and used  by C en tra l M o n tan a  R ail. Inc .,a  nonp ro fit o rg an iza tio n  based  
in D enton , M T.
4 T he M ontana D ep artm en t o f  H ighw ays is now  the M o n tan a  D epartm en t o f  T ran sp o rta tio n .
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research, Burlington N orthern  R a ilw ay  in troduced  low er  rates fo r  unit trains in 1980 
(Gilles 1991). For  the grain industry, this w ould  m ean  a m o v em en t  tow ards  even  few er 
and larger grain elevators.
G illes (1987) calls the “ in troduction  o f  reduced  per-bushel fre ight ra tes fo r  52-car 
trains” a “m ajo r  force in chang ing  the arch itec ture  and eco lo g y  o f  M o n tan a  e leva to rs .” 
Indeed, through the 1980’s and 19 9 0 ’s, construc tion  o f  large 52 -ca r  and 1 10-car facilities 
began  in earnest. D uring  this t im e, the n u m b e r  o f  e levators  con tinued  to drop 
dram atically , from  332  in 1970 (C ram er  and C ope land  1972) to  189 in 1984 (M ontana  
W heat and B arley  C o m m ittee  2007, 8). A s  o f  M ay  2009, there  are ju s t  122 e levators 
opera ting  with one additional 1 10-car facility  under  construction  in W estby  (M on tana  
W h ea t  and B arley  C o m m it tee  2008, 13). T h e  m aps  in A ppend ix  A show  the locations o f  
these e levators  in 1984 and 2006  as well as the locations o f  1 10-car facilities exis ting  
prior to  the construction  at M oore .
Rail Access w ithin the S tudy A rea
R ailroad  p roponen ts  assert that rail fre ight is a cheap , effic ient m ethod  o f  
transportation  for hau ling  large am oun ts  o f  a single  com m o d ity .  T h is  w as espec ia lly  true 
w hen  ra ilroads w ere  first built  in M on tana ,  before  the presen t  road  system  existed. 
Because  this initial advan tage  o f  the ra ilroad  in sh ipp ing  large quantit ies  and its 
con tinued  com peti t iveness  with  truck  freight, grain  e levators  con tinue  to  be heavily  
reliant on rail access.
D ifferences in rail access  th roughou t the s tudy  a rea  affect the  location o f  grain 
e levators and therefore  fa rm ers ’ access  to them. F arm ers  in m ost counties  in the study 
area had access  to  n u m ero u s  grain e levators  before  m ajo r  conso lida tions  and
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abandonm en ts  o f  rail lines. E leva to r num bers  had been  dec lin ing  since the  initial boom  
in the 1910s. and after rail service w as lost, m any  m ore  elevators  closed.
In 1983, B N S F  proposed  abandonm en t o f  its b ranch  line runn ing  north  from  
M occas in  to Geraldine . T he  Central M on tana  C o -o p  opera tes  tw o  5 2 -ca r  facilities on this 
line, one at Gera ld ine , and ano ther  at D enton. W ithou t rail service, these  facilities w ould  
likely have  been c losed or  at least been  unable  to  buy  w hea t  at com p e ti t iv e  prices. T o  
prevent the loss o f  rail service to these tw o  facilities, Central  M o n tan a  Rail ,  Inc. was 
fo rm ed  and took  over  opera tion  and m ain tenance  o f  the tracks in 1985.
A few  facilities, how ever ,  con tinued  to opera te  even  w ithout rail, such as the 
G eneral M ills  facility in H arlow ton  w hich  bough t grain trucked  in by  fa rm ers ,  then 
trucked  that grain to its o ther  facilities w hich  still had rail service. W h en  G enera l M ills  
sold or  leased  m ost o f  its M o n tan a  facilities in 2002, the  facility in H ar low ton  passed  to 
O lson  Grain  &  Fertilizer, w hich  still buys and sells grain in lim ited  quantit ies  and utilizes 
truck fre igh t ra ther  than rail freight. O lson Grain  &  Ferti l izer  is one  o f  very  few  grain 
e levators w hich  hand le  w hea t  w ithout the benefit  o f  the  railroad.
In contrast  to  the re la tively  good  rail access  in the  w este rn  part o f  the  s tudy  area, 
G arfie ld  C o u n ty  in the eastern part has a lw ays lacked  rail service (A lw in  1981, 491-493). 
T hus ,  it has a lw ays  had p o o r  access  to  grain e levators  as well.  B efore  m otorized  
vehicles, m ost o f  the  grain w as hauled by  w ag o n  to  gra in  e leva to rs  sou th  and  east o f  the 
county . T h is  trip could  take  as m uch  as a w eek  to com ple te .  W h ile  fa rm ers  in this 
coun ty  are still fa r ther  than any  o thers  in the study  a rea  from  gra in  e leva to rs ,  the  advent 
o f  sem i-trucks a llow s them  to haul at least one 1200 bushel load a day, and m ost now
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haul w est ra ther  than east o r  sou th  to  take advan tage  o f  h igher  prices at the e levators  due 
to d ifferences in rail fre ight rates.
For  the fa rm ers  in G arfie ld  C ounty , these  d ifferences  in prices are due  as m uch  to 
an e leva to r’s location as they are to its size and load ing  speed. Facilities  sh ipping  w hea t  
fo r  export  to Portland  pay less to the railroad fo r  freight the further w est they  are located  
because  they are c lo ser  to  their p ro d u c t’s destination , a llow ing  them  to pay m ore  to  the 
farm er (fa rm er  in terview , January  2009). T h is  m eans  that m any  fa rm ers  in the  coun ty  
travel w est as m uch  as tw ice  the d is tance  as they  w ou ld  travel east o r  south  to  take 
advan tage  o f  e levators  w ho  can o ffe r  a h igher  p rice  due to  reduced  fre ight rates. 
Transportation from the Farm to the Elevator
T he fa rm e r’s ability  to transport grain a lso  has an effect on the p lacem en t o f  grain 
facilities. In the ear ly  1900’s, grain w as transported  to the e leva to r  using  horse-d raw n 
w agons. B ecause  the w ag o n s  could  no t cover  m an y  m iles  in a day, grain e levators  w ere 
built  c lose  toge ther  (Gilles 1987). F o r  exam ple ,  if  a w agon  could  co v e r  seven  m iles  to 
the e levator and back  again  in one  day, e levators  w ere  built fourteen m iles  apart so  that 
m ost fa rm ers  could  d e live r  at least one  load a day.
By the 1930’s m an y  fa rm ers  had acquired  small trucks with w hich  to  haul their 
grain. This  had several effects  on fa rm ers  and elevators. First, fa rm ers  could  haul m ore  
grain per  load in a truck. W ag o n s  he ld  a round  100 bushe ls  per  load w hereas  a small farm 
truck could  ho ld  300  bushels  per  load (G illes 1987). Second , trucks could  travel faster 
than w agons, m ean in g  a fa rm er  could  m ake  m ore  trips to  the elevator. W ith  larger loads 
arriv ing m ore  frequently , an e leva to r  tended  to fill up faster, requiring  m ore  labor and 
m ore  train cars to  keep  pace  w ith  supply . F a rm ers  a lso  benefited  from  reduced  labor
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costs  as less t im e w as be ing  spent in transit to  the elevator. Third , s ince  fa rm ers  could  
travel faster, they could  also travel farther. This  m eant an increase  in the ir  op tions w hen  
m arketing  grain and an increase in com peti t ion  a m o n g  elevators.
W ith  im provem ents  in m otorized  transport,  fa rm ers  have  been acquir ing  larger 
trucks with w hich  to haul the ir  p roducts  to  m arket. T oday ,  m ost fa rm ers  in M o n tan a  own 
large farm  trucks or  semi tractor-trailers ranging  from  600 to  1200 bushe ls  capacity .
Also, due to  the decline  in the n u m b er  o f  grain e levators , m ost fa rm ers  in M o n tan a  are 
tw o to three times farther from  an e leva to r  than they  w ere  tw en ty  years ago (M on tana  
W hea t  and B arley  C om m ittee  2008, 4). This  m akes  large trucks a necessity  especia lly  
for fa rm ers  in areas such as G arfie ld  C ounty , w ho  are all m ore  than 90  miles from  a grain 
elevator.
G illes states in his 1987 n ew sp ap e r  article that “as the horse  and w ag o n  days gave 
w ay  to the  small truck and later the big ones  and sem i tractor-trailers , it becam e  
u nnecessary  to  have  so m an y  small e leva to rs .” T h is  im plies  that increases  in 
t ransportation  eff ic iency  fo r  the fa rm er  con tr ibu ted  to  the dem ise  o f  so m e  e leva to rs ,  but it 
m ay  a lso  be said that the decrease  in the n u m b e r  o f  e levators  required  m an y  fa rm ers  to 
invest in larger trucks. A lthough  the d irec tion  o f  this re la tionsh ip  be tw een  transportation  
techno logy  and grain e leva to r  location in am biguous ,  it is c lear  that location o f  m arkets  
and m eans o f  transportation  are connected .
Selling G ra in
G rain  prices fluctuate daily , so  the t im ing  o f  de livery  can be im portan t depend ing  
on how  fa rm ers  m arket the ir  grain. F arm ers  have tw o  op tions  concern ing  w hen  and 
w here  the ir  grain is sold. T he  first op tion  is to sell us ing  m arke ting  contrac ts  w hich  can
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be com plex  and are on ly  briefly  described  here. G ra in  can be  so ld  p r io r  to  delivery  in 
processes  referred  to as fo rw ard  con trac ting  o r  hedging. T h ese  processes  a llow  farmers 
to mitigate  the risk o f  m arket price  changes  by  selling  portions o f  the ir  antic ipa ted  yields 
at w hat they believe to  be a favorable  price. D epend ing  on the  risk the fa rm er  is willing 
to sustain, som e contrac ts  a llow  the final price to  f luctuate  with m arket cond itions.  Grain 
sold on contrac ts  has a specified  date  for delivery , usually  flexible  w ith in  a 30-day  
w indow . (Jerry S im pson , April 17, 2009, phone  conversa tion  with author). T h e  other 
option is to sell at delivery. G ra in  sold at de livery  rece ives  the curren t m arke t  price. 
A ccord ing ly , grain sold at delivery  and un d e r  certain  types o f  con trac ts  is subject to 
m arket conditions  at the t im e o f  delivery.
T im ing  o f  grain de livery  is im portan t to farm ers fo r  f inancial reasons  inc luding 
changes  in m arket p rice  and fa rm ers ’ cash flow. T h e  tim e at w hich  deb t  is incurred  or  
incom e  is rece ived  s ignificantly  affects fa rm ers ’ cash  flow. I f  a fa rm er  sells  a large 
am o u n t  o f  gra in  in one year, it inflates his o r  her  incom e and raises his o r  h e r  taxes. Also, 
m an y  fa rm ers  have loan o r  lease paym ents  due in the first part o f  the year. Thus ,  m any  
farm ers use fo rw ard  con trac ting  and de layed  p ay m en t  op tions as s tra tegies to  m eet the ir  
f inancial needs. M a n y  fa rm ers  contrac t grain to be  de livered  in D e c e m b e r  o r  January  so 
that m oney  is availab le  to  pay bills  due at that t im e and any  incom e  co rresponds  to 
expenses  fo r  the tax year. O thers  de liver  grain but defer  pay m en t  fo r  it until a la ter date. 
T his  is a good  option fo r  fa rm ers  w ho  lack storage  but do  not w an t to be paid  fo r  their  
grain at harvest time.
C ond it ions  at the e leva to r  can influence  the de livery  o f  grain and  therefore  the 
final price that the fa rm er  receives. T he  e leva to r  g ives p rem iu m s and  d iscoun ts  on grain
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delivered dependent on the quality  o f  the grain and m arket dem and  for specific 
characteristics  o f  the grain, such as the protein level. These  p rem iu m s and d iscounts  
change rapidly  with m arket cond itions ,  so fa rm ers  often have a limited w ind o w  in which 
to sell grain at a specific price. If  conditions at the e leva to r  m ean  de livery  is s low  or the 
e levator cannot accept additional grain, som e fa rm ers  m ay  m iss ou t on a good  price. For  
exam ple ,  consider a fa rm er w ho  has 50 ,000  bushels  o f  gra in  he or  she w o u ld  like to  sell, 
but c a n ' t  de l iver  it to the e leva to r  because  it is full. If  the m arket changes  so that he or  
she loses on ly  one do lla r  per  bushel to  de liver  it at ano ther  t ime, it am oun ts  to  a $50 ,000  
d ifference in the price he or  she  receives.
Summary
Q uantita tive  studies illustrate that a varie ty  o f  factors im pac t  the supply  area o f  
grain elevators. Factors such as crop  prices, land value, local env ironm enta l  conditions, 
w age  rates, transportation  costs , and p rox im ity  to urban  areas affect w hat m ay be  grow n 
in a grain e leva to r’s potential supply  area. W hile  m an y  o f  these  factors are out o f  the 
control o f  grain com panies ,  there  are so m e  m eans  by  w hich  they  can in fluence  the  supp ly  
area o f  their elevators. N otab ly ,  the price  offered  at the e leva to r  affects  the po tentia l size 
o f  the supply  area as well as the supp ly  area o f  com p e tin g  elevators. W h ile  supp ly  area 
rules and exis ting  research  focus on factors at the reg ional level, the them es uncovered  in 
the fo llow ing  chapters  add o ther  im portan t  considera t ions  at the local level.
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CHAPTER THREE - METHODOLOGY
T he m ethods  used in this s tudy  exp lo re  the role o f  location in the fa rm e r’s grain 
production  and m arke ting  decisions, focusing  on the fa rm e r 's  re la tionsh ip  w ith  grain 
e levators in Central M ontana. S tudies o f  m arket location and agricu lture  have  
trad itionally  used quantita tive econom ic  m odels .  T h is  study  uses qualita tive  m ethodo logy  
to  add to the current model o f  farm er-m arke t  interactions. This  chap te r  descr ibes  the  role 
o f  the researcher, the study  popula tion , the  sam pling  m ethods , the  in te rv iew  process, and 
the analytical p rocedures  used in the study.
Role of the Researcher
“W h o  w e are shapes the k inds o f  theories w e c rea te  and the k inds o f  exp lana tions  we 
offer” (Esterberg  2002, 12). W h o  w e are a lso  shapes the questions w e ask and our 
pursuit o f  the  answ ers. M y  choice  o f  topic and study  area  d ev e lo p ed  from  a vested 
interest in the co m m unit ie s  in m y  study  area. I am  a native o f  the area and co m e  from  an 
agricultural background. M y  status as a social in s ider  in these  co m m u n it ie s  and m y 
background  know ledge  in the a re a 's  agricu lture  served  as assets w hile  ga ther ing  data  and 
undoub ted ly  influenced  m y analysis.
M y  re la tionship  to  m y  study  area and study  popu la t ion  aided  data  ga ther ing  and 
analysis in tw o w ays. First, because  o f  m y  social insider status, I had prior  rapport with 
m any  o f  m y  potential in terviewees. F u rtherm ore ,  m y  back g ro u n d  he lped  me qu ick ly  
es tablish  rapport with those fa rm ers  w h o m  I did not know . T h is  positive  rapport  gave  me 
easier  access to in terv iew ees and those in te rv iew ees b ecam e  m ore  eag e r  to share  the ir  
know ledge  and op in ions  to help  a local s tudent. Second , m y  fam ilia r ity  with m an y  o f  the 
agricultural te rm s and practices used in the  study  area as well as the g e o g rap h y  o f  the
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study area a l low ed me to use in terview  tim e m ore effectively. I spent less t im e  on 
technical exp lanations o f  fa rm ing  processes  than w ould  a researcher  un fam il ia r  with this 
a rea ’s agriculture  and w as  therefore  able to  spend  m ore  t im e d iscuss ing  m otives  and 
opin ions related to  fa rm ers ’ decis ions. In addition . I w as able to  be tter  fo rm  useful probe 
questions. D uring  in terv iew s as well as analysis, this k now ledge  w as helpful in 
recogniz ing  im portan t ideas m ak ing  connec tions  am ong  interviews.
Sim ilarly , m y  close  re la tionship  to  m y  study  area and study  popu la t ion  m eans  that m y 
analysis is unavo idab ly  b iased by m y  o w n  experiences  and percep tions as an insider. 
W hile  this bias is not necessarily  de tr im enta l to  m y research , one shou ld  note  the  im pact 
it m ay  have on m y  conc lus ions .  F o r  instance, so m e  in teresting  concep ts  o f  in terest to  a 
social ou ts ider could  be overlooked  because  I, as a social insider, m ay  see them  as 
normal. S im ilarly , m y  unders tand ing  o f  key  concep ts  is a ffected  by  m y  experiences  
grow ing  up in this com m unity .  In contrast,  m y  social insider sta tus is tem pered  by  a six 
year  absence  from  the co m m u n ity  w hile  I a ttended  college , w ith  on ly  in frequent,  short 
visits. T h is  buffe r  o f  t im e effec tively  reduces so m e  o f  the b iases I w ould  have  as a true 
social insider. Thus ,  m y  rela tionship  to the study  area and study  popu la tion  necessarily  
influences m y  in terpretation  o f  the data, bu t these  influences can be helpful dur ing  the 
research process  and are m odera ted  by m y  o ther  experiences.
Study Population and Sampling
T he popu la tion  o f  in terest o f  this s tudy  includes those fa rm ers  w ho  g row  gra in  within 
the potential supp ly  area  o f  the gra in  e leva to rs  at M o o re  and M occas in ,  M o n tan a  and use 
at least one o f  these  elevators. F arm ers  m ay be e i the r  m ale  or  fem ale . T h o u g h  gender  
issues are ou ts ide  the scope  o f  this s tudy, it is im portan t to  note  that m an y  m ore  m en than
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women were included in this study. The 2007 Census o f Agricu ltu re  shows that about 
10% o f the principle farm  operators in this area are women, and many more are actively 
involved in farm ing decisions. Despite men and women often having equal responsibility 
fo r farm ing decisions, local convention labels men as the decision-makers. Fo llow ing  this 
convention, all o f  the interviews included men, w ith  few  women actively participating.
Study Area
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Jessie Reynolds. M ay 2009: NAD 83 MT State Plane. Data from  MT GIS Portal, w ww.m t.gov 
M ap 1. Study Area
To identify and select participants, I started w ith  a series o f land ownership maps 
produced by the Montana Department o f Fish, W ild life  and Parks (FW P) and the 
Montana Natural Resource Inform ation System (NRIS). I drew a random sample from  
the land owners on these maps w ith in  approximately 30 to 40 miles o f M oore and 
Moccasin to select potential participants to ensure a geographic cross section o f
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participants. This  p roved  prob lem atic  for several reasons. First, the  a rea  initially sam pled  
w as s ignificantly  sm aller  than the actual service area  o f  the  elevators. S econd , individual 
farmers o f  these properties w ere  difficult to contact because  a n u m b er  o f  the  land ow ners  
appeared  as co rpora tion  o r  business  nam es, not individuals , and m any  in the random  
sam ple  w ere  not farm ers, bu t landlords. Finally, several in the random  sam ple  d id n 't  
g row  grain at all. This  m eant that the sam pling  p rocedure  needed  to be reevaluated .
I then conducted  a set o f  initial in terview s as a d eparture  po in t for snow ball  sam pling. 
T h e  seven initial in terview s w ere  conducted  with the m anagers  o f  the e levators  at M oore  
and M occasin ,  a F arm  Serv ice  A g en cy  em ployee , and fou r  fa rm ers  w ith  w h o m  I am 
personally  acquainted . O bta in ing  a sam ple  characteristic  o f  the study  popu la tion  using 
snow ball  sam pling  requires a varie ty  o f  initial contacts  (Este rberg  2002, 94). T h e  four 
farm ers rep resen ted  d ifferen t age groups , acres farm ed, and d is tances from  the  elevator. 
T he  initial d iversity  o f  fa rm ers  as well as the know ledge  o f  the grain e leva to r  m anagers  
and F arm  Service A g en cy  em p lo y ee  helped achieve  an appropria te ly  d iverse  sam ple  o f  
the a re a ’s grain farmers.
T he  p r im ary  goal w hen  ob ta in ing  the sam ple  w as to identify  and in terv iew  fa rm ers  at 
a varie ty  o f  d is tances from  the elevator, and I w as successful in reach ing  this goal. M y  
secondary  goal w as to in terview  grain farm ers from  a varie ty  o f  age g roups  and farm 
sizes. W h en  ask ing  for referrals  for additional in terview s, fa rm ers  seem ed  to re co m m en d  
only  fa rm ers  w ith  larger ho ld ings  or  those  w h o m  they k new  w h o  pa tron ized  both 
elevators. T o  correct for this, I em phas ized  that fa rm s o f  all s izes w ere  o f  interest, not ju s t  
large farm s, and that fa rm ers  w ho  patron ized  m ore than one e leva to r  o r  on ly  one e levator
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were equally  im portant.  A fter  c la rify ing  m y  interests to  the partic ipants , the n u m b er  and 
variety  o f  recom m enda tions  increased.
R ecom m enda tions  from  m y initial contac ts  y ielded m any  m ore  potential partic ipants  
than could  feasibly be  in terview ed. T herefore ,  I chose  in terv iew s from  am ong  the 
referrals prim arily  to  m ax im ize  the variation in d is tance  and direc tion  from  the grain 
elevators, the age o f  farm ers , and the size o f  fa rm ing  operation.
Interviews
In terviews w ere  conduc ted  over  a 17-day period in January , 2009. I sent a letter o f  
introduction (see A ppend ix  B) to  fou r  new spapers  with local c ircu la tion  about a w eek  in 
advance  o f  b eg inn ing  in terview s, but on ly  one  prin ted  it before  I began  m y  in terview s. 
T he  others p rin ted  the le tter three o r  four days  later. This  did not create  d ifficulties  as I 
was able to beg in  in an area  w here  I k n ew  a lm ost  all o f  the fa rm ers  I ta lked  to. T h e  letter 
did prove helpful w hen  con tac ting  those  fa rm ers  w h o m  I d id n ' t  k n o w  but w ho 
rem em bered  read ing  m y  letter. F arm ers  w ere  genera lly  eager  to aid a g raduate  student, 
but becam e even  m ore  in terested  in he lp ing  w hen  they d iscovered  I w as from  the area, o r  
that they k n ew  me, m y  parents , o r  m y  grandparents .
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M ap  2. In terv iew  L ocations
I attempted to contact more than 45 farmers, resulting in 3 1 interviews. Most initial 
requests for interviews were made by phone. Several requests were made at a local 
basketball game, and one was made at a chance meeting at a local store. No farmers 
actually denied my request for an interview. Some were not interviewed because they 
did not return phone calls after I left a message, could not meet in my research time 
frame, or were absent. Those who were known to be absent were visiting fam ily or had 
business obligations unrelated to their farms.
An effort was made to reach saturation, or conducting interviews until no additional 
insights emerge (Flick 2002, 65). However saturation was not achieved because o f time 
constraints. Geographically, saturation was achieved in the area south and east o f the 
grain elevators, but not in the north and west. Saturation was more d ifficu lt to achieve 
north and west o f the Moccasin and Moore grain elevators ( l 10-car facilities) because o f
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the p resence  o f  the C en tra l M ontana  C o-op  e lev a to r (a 52 ca r  fac ility ) in D en ton , w hich 
com p etes  w ith  the tw o la rg er e levato rs. T h is  seem ed  to  im pac t farm ers in th is  area 
d iffe ren tly  than  farm ers sou th  and  east o f  the la rg er e lev a to rs  w here  there  are no  52-car 
facilities in com petition  w ith  the larger e levato rs at M occasin  and M oore . T h erefo re , a 
b ro ad er range o f  responses em erged  from  the  farm ers in the D en ton  area.
S om e poten tia l partic ip an ts  w ere no t in te rv iew ed  becau se  a su ffic ien t n u m b er had 
been  in terv iew ed  in the area in w hich  they  farm ed . I f  po ten tia l partic ip an ts  farm ed  in an 
area w here sa tu ra tion  had  nearly  been  reached , I chose  in te rv iew s based  on 
underrep resen ted  age g roups o r farm  sizes. F o r ex am p le , m ost o f  the  fa rm ers  I 
in te rv iew ed  a re  o ld e r than 50 years. T h erefo re , ho p in g  to  ob tain  new  in fo rm atio n , I chose  
to  in terv iew  a younger fa rm er ra th er than  an o ld e r fa rm er since  m y sam ple  a lready  
inc luded  m any o ld e r farm ers. O thers w ere no t in te rv iew ed  b ecau se  o f  tim e  co n stra in ts , 
even i f  th ey  farm ed in an area in w h ich  I had  not co n d u c ted  m any  in terv iew s.
D uring  the  sam e tim e  period , I conduc ted  in te rv iew s w ith  fo u r g rain  e lev a to r o r  seed 
and  feed busin ess  m anagers an d /o r ow ners. T w o  o f  these o p era ted  the la rg est e levato rs 
in the a rea  at M occasin  and M oore, one opera ted  a C en tra l M on tana  C o-op  e lev a to r, and 
one  ow ned  and o pera ted  a sm all e lev a to r several m iles sou th  o f  M oore.
A Farm  S erv ice  A g en cy  (F S A ) em p lo y ee  w ho  w orks w ith  fa rm ers  from  th is area w as 
a lso  in terv iew ed . T hough  the FSA  has no d irec t in fo rm ation  on the re la tio n sh ip  betw een  
farm ers and  grain  e levato rs, the ag en cy  w orks c lo se ly  w ith  farm ers reg ard in g  financing , 
conservation  p rog ram s, and  o ther assis tan ce  p ro g ram s. C on seq u en tly , the  FSA  em ployee  
w as ab le  to  p rov ide  va lu ab le  in fo rm ation  on the genera l opera tio n  o f  fa rm s in the area 
and  recom m end  several farm ers fo r in terv iew s.
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C onducting the Interview s 
In terv iew s w ere sem i-struc tu red , fo llo w in g  the in terv iew  gu ides in A p p en d ix  B. 
Q uestions fo r farm ers began  as g en era liza tions about how  each  fa rm er m akes his crop 
and m arket d ec isions and m oved  tow ards q u estio n s sp ec ifica lly  co n ce rn in g  the  local 
g rain  elevato rs. Q uestions fo r e lev a to r ow ners o r m anagers began  w ith  q u estions 
con cern in g  the o p era tion  and  h is to ry  o f  the  g rain  e lev a to r and m oved  tow ard s the 
e lev a to r’s re la tionsh ip  w ith  the farm ers. T h o se  farm ers w ho  a lso  opera ted  an e lev a to r o r 
seed and feed business w ere  first asked  questio n s perta in in g  to e lev a to r o w n ers  o r 
m anagers and then  asked  q u estio n s perta in in g  to th e ir  farm s. M in o r m o d ifica tio n s w ere 
m ade to  the in terv iew  g u id e  as the in te rv iew  p ro cess  su ggested  p robe  q u estio n s o r be tte r 
phrasing.
A ll partic ip an ts  w ho  ow ned  o r  m anaged  an e lev a to r o r  seed and  feed  busin ess  
w ere in te rv iew ed  at th e ir  p lace  o f  business. T h ese  in terv iew s w ere  gen era lly  free  o f  
background  noise , bu t tended  to be in terrup ted  by busin ess  phone ca lls. O f the  farm ers 
w ho  w ere  no t assoc ia ted  w ith  an e lev a to r o r seed and feed  busin ess , 17 w ere  in te rv iew ed  
in th e ir  hom es, 8 w ere  in te rv iew ed  in local cafes o r  o th e r pub lic  p laces, and  tw o  w ere 
in terv iew ed  at an e lev a to r o r seed  and  feed  business. In terv iew s in the fa rm e rs ’ hom es 
y ie lded  the longest in te rv iew s w ith  the richest co n ten t, and  w ere  the easiest to  transcribe  
due  to the  lack  o f  b ack g ro u n d  no ise . In terv iew s in local cafes tended  to  be sho rt and  to 
the po in t. T hey  w ere  a lso  d ifficu lt to  transcribe  becau se  o f  b ack g ro u n d  no ise .
A nalytical Procedure  
I sta rted  transcrip tio n  o f  the  in terv iew s as soon  as p ossib le  after the  in te rv iew s 
had taken  p lace , bu t th is  to o k  several w eeks to  co m p le te  becau se  o f  school and  w ork.
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In terv iew s w ere transcribed  verbatim . E ach  in te rv iew  partic ip an t w as assigned  a 
pseudonym  and  iden tify ing  in fo rm ation  w as obscured . A fte r tran scrip tio n , I coded  the 
in terv iew s using  N V ivo8 , a q u a lita tiv e  da ta  m an ag em en t p rog ram . C o d ing  and  analysis 
took  app rox im ate ly  a w eek  o f  in tensive  w ork.
E sterberg  (2002 , 158) s ta tes that w hen  open  cod ing , “you w ork  in tensively  w ith 
you r data , line  by line, id en tify ing  them es and  ca teg o ries  that seem  o f  in te rest.” S he also 
notes that “you shou ld  rem ain  open to  w h a tev er you  see in the  d a ta ,” and  “ you sh o u ld n 't  
hesita te  to  note ca teg o ries  o r them es that m ay  not seem  re lev an t to you r orig inal research  
p rob lem .” B eg inn ing  w ith  open  co d in g  in th is m anner, I c rea ted  n early  600  codes or 
ca tegories.
M any  o f  these in itial ca teg o ries  referred  to the  sam e o r  s im ila r concep ts. U sing  
N V iv o 8 ,1  w as able to easily  sort ca teg o ries  and  fo rm  h ie ra rch ies w here s im ila r categories 
w ere g rouped  under one concep t. B ailey  (2007 , 129) re fe rs  to  th is p rocess o f  “ re d u c in g ]  
the data  in to  larger ca teg o ries  that subsum e m ultip le  co d es” as focused  cod ing , also  
know n as axial coding . F o r ex am p le , the ca teg o ries  ‘co m p e titio n  is good  fo r e v e ry b o d y ’, 
‘keep ing  co m p e titio n ’, ‘level p lay in g  f ie ld ’, and  several o th e rs  w ere all g rouped  under the 
larger concep t o f  C o m p etition . G ro u p in g  ca teg o ries  in th is  w ay  and  app ly ing  fu rther 
m ean ing  to  them  w as the firs t s tep  lead ing  to the co n stru c tio n  o f  o v erarch in g  them es in 
the data.
E s te rb e rg ’s (2002) and  B a iley ’s (2007) adv ice  a llow ed  m e to  co d e  m y d a ta  in a 
w ay that ev en tua lly  rev ea led  th ree  key  th em es and  the co n n ec tio n s am ong  them . For 
exam ple , m y orig inal research  p rob lem  d id  not add ress in fluences on farm ers no t re la ted  
to changes in g rain  e levato rs. F o cu sin g  on ly  on ca teg o ries  d irec tly  re la ted  to g rain
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elevators w ould  have caused  m e to exc lude  im portan t in form ation  about h ow  the a rea ’s 
environm enta l conditions such as soil type and precipita tion  influence fa rm ers  and how  
they practice  crop rotation. T h ese  ca tegories are im portan t  com p o n en ts  o f  the them e risk 
d iscussed  in the fo llow ing  chap te r  and help  connec t  it to  ano the r  them e, m arke t  access. 
A rriv ing  at the key them es and their  connec tions invo lved  m ultip le  possib ilities  for 
arranging  the data during  the process  o f  cod ing  and  analysis.
Both Esterberg  (2002) and B ailey  (2007) indicate  that cod ing  is a subjective 
process  w hich  can lead to different in terpretations o f  the  sam e data. N one  o f  these 
in terpretations is necessarily  w rong , but m ultip le  iterations o f  focused  cod in g  helped  to 
identify the m ost im portan t  and m ost c lear  them es in the data. M y  first a t tem p t at 
focused  cod ing  genera ted  num erous  them es, m an y  o f  w hich  appear  as sub them es  in the 
fo llow ing  chapter. T h ese  them es covered  a broad  range o f  topics and w ere  difficult to 
connec t  individually . At this point, I needed  a new  w ay  to  look  at the d a ta  and found that 
sketch ing  a concep t m ap w as helpful. I d rew  and redrew  connec tions  a m o n g  the them es 
w hich  suggested  m erg ing  som e them es and g roup ing  others  into larger ca tegories. A fter 
several attempts, three key them es em erged: com peti t ion , risk, and m arket access.
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CHAPTER FOUR - RESULTS
This  chap te r  will first describe  the fa rm ers  and the ir  opera tions, inc luding  age, 
farm size, crops grow n, d istance  to m arket, and location o f  markets. I will then present 
the them es that e m erg ed  from  the in terview s using  quotes  from  the  fa rm ers  them se lves  to 
il lustrate these them es. T h ree  broad  bu t in terrela ted  them es deve loped  from  the 
interviews: com petit ion , risk, and m arket access. C om peti t ion  am ong  e levators  w as  the 
m ost prom inen t  them e. C om peti t ion  concerns  the price the  fa rm er rece ives  fo r  his 
product, the quality  o f  service he receives, and s tra tegies fo r  sm alle r  e levators  or  seed and 
feed business. C om peti t ion  is tied to the second  them e, risk, in that fa rm ers  consider 
increased com peti t ion  a factor  w hich  reduces the ir  risk by  increasing  prices and ensuring  
a m arket exists. O th e r  m a jo r  e lem ents  o f  risk include the location o f  e leva to rs  in term s o f  
distance and road  cond itions,  c rop  rotation, and local env ironm enta l conditions. The 
third them e, m arket access, is a lso  c lose ly  tied to  the location o f  e levators  in term s o f  the 
dis tance  to them , the ir  site accessib ili ty , and the availability  o f  specific  m arkets. T im e  is 
one o f  the m ost s ign if ican t issues w ith in  this theme.
Interview ee D em ographics 
I spoke  with 31 m ale  farm ers . S o m e  o f  the ir  w ives  a lso  active ly  partic ipa ted  in 
the interview. T h e  average  age o f  these  fa rm ers  w as 51.6 years. T h is  con trasts  w ith  an 
average  age o f  57.7 years in the study  area  coun ties  listed by the 2007 C en su s  o f  
Agriculture . T h e  d ifference  m ay  be due  to tw o  excep tiona lly  y o ung  partic ipants , aged  28 
and 30 sought ou t de libera te ly  to  get the perspective  o f  the younger  farm ers . A lso  the 
C ensus o f  A gricu lture  reports  the average  age o f  the  principal opera tors  o f  all farm  types
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w hereas m y sam ple on ly  inc ludes farm ers w ho  p roduce  w h eat and  is no t restric ted  to the 
principal operato r.
F arm ers in the sam ple  cropped  ap p ro x im ate ly  4 ,8 0 0  acres on average , o r  a m edian 
o f  3 ,200  acres. S ince th is num ber does no t inc lude  add itional acres fo r liv esto ck  o r hay 
ground , acres cropped  is d ifferen t from  average  fa rm  size  as reported  by the  C ensus o f 
A gricu ltu re , bu t it does fall w ith in  the sam e range as the average  farm  sizes o f  2 ,700  to 
8 ,300  acres in the study  coun ties. T he fa rm s b e lo n g in g  to in te rv iew ees ran g e  in size 
from  1,500 to  15,000 acres o f  cropped  land  w ith  one fa rm er c ro p p in g  on ly  4 0 0  acres. 
A lm ost all farm ers leased  at least som e o f  th e ir  c rop land , averag ing  nearly  40%  leased. 
F o u r farm ers ow ned  o r w ere partners in sm all g rain  e lev a to rs  o r seed and  feed operations 
in add ition  to  the ir fa rm ing  opera tions.
F arm ers grew  p rim arily  w heat as a cash  crop , o r that c ro p  w h ich  is expec ted  to  net 
a p ro fit. O th e r crops w ere  grow n m ostly  fo r ro ta tional ben efits  such  as pest and d isease  
con tro l, bu t w ith  the hope that the c rop  w o u ld  a lso  net a p ro fit. A ll partic ip an ts  grew  
w in te r w heat in the last year, w ith all bu t tw o  a lso  g row ing  sp ring  w heat in the recent 
past. M ost a lso  grew  barley , o r  had  g row n it in the  recen t past. B arley  m ay  be 
co n sid ered  a cash  crop , bu t is m ore valued  fo r ro ta tional benefits . N early  all grew  a crop 
o th e r than barley  fo r ro ta tion  as w ell, w ith  the m ost p o p u la r be ing  peas, len tils , and 
canola.
T h e  d istance  farm ers tran sp o rted  th e ir  g rain  to  th e ir  p re fe rred  e lev a to r ranged  
from  less than one m ile to  145 m iles, averag ing  ap p ro x im ate ly  35 m iles. T o  transport 
the ir g rain  to  the e lev a to r, m ost farm ers ow n large sem i trucks. T he capac ity  o f  the m ost
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co m m o n  truck w as 1200 bushels . All farm ers farther than 30 m iles  from  their  preferred  
e leva to r  ow ned  trucks w ith  at least than 900  bushels  capacity.
F arm ers  in the study  d e liver  p rim arily  to  the Peavey  e leva to r  in M o o re  and the 
U nited  Harvest e levator in M occasin ,  but m ost de liver  to  e levators  in at least one  o ther 
place. T w en ty -f ive  fa rm ers  sell w hea t  at M occasin ,  21 sell w hea t  o r  barley  at M oore ,  ten 
sell w hea t  o r  barley  at G reat Falls, five sell wheat at Billings, fou r  sell w h ea t  o r  an 
alternative crop  at D en ton , and three sell wheat at H arlow ton. Several sell crops o ther 
than w hea t  to  area seed and feed businesses  or  feed lo ts  as well as to m ore  d is tan t m arkets  
in M o n tan a  as well as out o f  state. T he  them es w hich  em erged  from  in te rv iew s with 
these fa rm ers  reveal com plex  reasons for this variety  o f  m arket choices.
Com petition
T h e  p r im ary  them e w h ich  em erged  w as that o f  com peti t ion . T h e  fa rm er  considers 
tw o facets  o f  com petit ion  a m o n g  elevators: price  and m anagem en t.  F arm ers  felt that the 
upgrade  o f  the Peavey  e leva to r  in M o o re  represen ted  grea ter  com peti t ion  fo r  the ir  grain 
and therefore  a h igher  p rice  offered  for it. W hile  m ost fa rm ers  felt this w ould  have 
positive effects  on the price  received, a few  w ere  concerned  about the effect it w ou ld  
have on the rem ain ing  small e levators in the area. T he  fa rm er’s re la t ionsh ip  with an 
e leva to r’s m an ag e r  and crew  is a dec id ing  fac tor  w hen  choosing  w hich  e leva to r  to 
patronize. W hile  farm ers c la im  that price is the p r im ary  fac tor  in ch o os ing  which 
e leva to r  to patronize , they a lso  assert that an ex trem ely  positive  or  negative  experience  at 
an e leva to r  will affect that choice. In o rde r  to  stay in business, sm alle r  e levators  and feed 
and seed businesses  d iversify  the ir  opera tions to  l im it o r  rem ove  their  com pe ti t ion  with 
larger e levators  and re ly  on loyal cus tom ers  w ho  see value  in support ing  local businesses .
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Benefits of Com petition
Farm ers referred to the construction  o f  the shuttle  loading e levator at M o o re  as
good for com petition . F o r  exam ple ,  M r. W eav e r  said:
I think eve rybody  w as  very  glad to  see that e leva to r  o ve r  there because  they know  
co m p e ti t io n 's  healthy. I th ink  eve rybody  over  here  certa in ly  w an ted  it. It g ives us 
another opportunity .
Mr. Holland expressed  a sim ilar  opinion: “ I ’m  all fo r  com petit ion . A ny  tim e you can get 
m ore businesses in a local area com peting  for your  business, y o u 'r e  go ing  to benefit. 
Yeah, I 'm  glad th e y 're  do in g  it.” Both  fa rm ers '  co m m en ts  could  refe r  to an increase  in 
the  quality  o f  service and m anagem ent.  O th er  fa rm ers  refe r  d irec tly  to the effect o f  
com petit ion  on the price they receive.
Several expressed  the need  fo r  tw o  shuttle  e levators  in the region to  “keep  the 
e levators hones t,” or  ensure  that the e levators  o ffe r  a fair price. M r. Y ork  argues that “ if 
the re ’s on ly  one e leva to r  here, th ey ’re go ing  to  put that in the ir  pocket. T h e y  know  i t ’s 
go ing  to cost us that m uch  m ore  to  take it out o f  the coun try  [to transport it to  the next 
c losest e levator].” F o r  exam ple ,  if  the next c losest  e leva to r  offers  a price o f  $6 .50  per 
bushel, but it costs the fa rm er  $0 .40  m ore  per  bushel to  transport his grain to that 
elevator, a local e leva to r  w ithou t  com peti t ion  could  offer  $6 .10  per  bushel and be  sure 
that the fa rm er  w ould  sell there at the lo w er  price. C om pe ti t ion  in c loser  p rox im ity  to the 
local e levator tends to  drive the price  per  bushel h igher  as tw o  or m ore e levators com pete  
for the sam e grain supply.
Realiz ing this, m any  fa rm ers  antic ipa te  that com peti t ion  be tw een  the tw o  shuttle- 
train facilities will increase the overall price offered  to farm ers as they com pe te  fo r  the 
re g io n ’s grain. Mr. Scott, w ho  sells a lm ost exc lus ive ly  at U nited  H arvest,  noted:
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T he biggest advantage  is that w e ’ve got com peti t ion  here now , guaran teed  
com petit ion , so w e ’re going  to get a be tter  p rice  here  at M occas in  than w e w ould  
have if  they had not com e  in, and vice versa over  there.
Sim ilarly , he added:
If  Peavey  w ould  have  fallen by the w ayside  th e re ’s not a doub t in m y m ind  that 
United  H arvest w ould  p robably- could  very well be  10 cents  a bushel beh ind  w hat 
they should  be.
Mr. F inneran  expressed  a co rrespond ing  opinion:
In o rder to  buy  enough  w heat,  th e y ’ll be  m ore  aggressive  and b u m p  the price  a 
little bit. I 'm  sure it w o n ’t hurt to  have  ano the r  e leva to r  b idding  on the grain in 
the area. I c a n ' t  see any negative  th ings about it.
F o r  the reasons outlined  above, fa rm ers  feel a need  for the com peti t ion  provided
by the tw o elevators  and that they w ould  su ffe r  if  one closed. M r. H arper  exp ressed  his
relief  at the  Peavey  e lev a to r’s upgrade  w hile  im ply ing  that the a lternative to  upgrade  w as
closure  o f  the e leva to r  and loss o f  com petition:
T hose  guys pu tting  in those  unit train outfits, I 'm  sure, has m ade them  at least 
com peti t ive  with each other. W e 'r e  sure g lad  that Peavey  did that at M oore, 
because  w e  w ere  afraid w e w ere  go ing  to lose them . T hen  w e ’re stuck.
Mr. York a lso  co m m en ted  on the consequences  o f  c losure  ra ther  than upgrade:
I hope  that w e can keep  them  both. I d o n ’t w an t one o r  the o ther  to  fold because  
w e need  this com petit ion . . . .  I ’m not sure in term s o f  w hea t  o r  sp r ing  w heat, 
w in te r  w heat w here  our next m arket w ould  be. I ho p e  I never  have to  find that 
out. T h a t ’s w hy  having  these  tw o elevators  here  are very  im portant.  W e  c a n ' t  jus t  
have  one because  everybody  will be looking  at that other- w here  is that next best 
place for com peti t ion?  A nd I can guaran tee  you  it’s ju s t  go ing  to  be ano the r  40  
cents  [per bushel] out o f  ou r  pockets  if  one o f  these  d o e s n ' t  survive.
Mr. York captures  the overall sen tim ent a m o n g  his fe llow  fa rm ers  concern ing  
e leva to r  com petit ion : “ L ike I said several times, w e  need them  both. I c a n ' t  s tress it 
enough , w e need  the  com peti t ion  here .”
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M an agem en t and  Service
W hile  farm ers assert that p rice  is the m ost im portan t fac tor  w hen choosing  w here  
to sell their  grain, m anagem en t o f  the  e levators  is still an im portant part o f  com petit ion  
am ong  elevators. It is not the parent c o m p an y  o f  the e levator that m akes  the d ifference  in 
m ost cases, but the com pe tence  and dem ean o r  o f  local m anagers  and em ployees  o f  the 
elevator.
W hen  asked  about changes  in m anagem en t or  o w nersh ip  o f  an elevator, Mr.
R obinson  expla ined , “ I t’s the guy  tha t’s m anag ing  it is w hy  people  go there. It i sn ' t  the
Gavilon  or  w ha teve r  it is now , o r  U nited  H arves t [com panies  that ow n the e leva to rs] .”
Mr. R o b in so n ’s po in t o f  v iew  is repea ted  th roughou t the  interviews. For  exam ple ,
even though he occas iona lly  hauls  his w hea t  to  one o f  the larger  e levators  because  o f  the
price d ifference, Mr. C lausen  says, “Personally , i f  I can. I 'l l  ju s t  haul to [my local
elevator] because  of- well, because  o f  the people  that w ork  there ,” and M r. Landers  said:
I rely heavily  on re la tionships  with  the peop le  that I do business  with, and how  
accom m oda ting  they  are and will ing  to  w ork  with me. . . . T he  advan tage  o f  
selling at [here] is the w ay  that [the m anager]  and his c rew  treat me. I t 's  p robab ly  
the biggest,  the  re la tionsh ip  w e have with the m anagem en t and the crew  w ho 
w ork  there.
A po o r  re la tionship  with fa rm ers  can cost a grain e leva to r  its patrons. W h ile  only
one fa rm er said that he had not pa tronized  an e leva to r  because  o f  po o r  trea tm ent, m any
cited their  positive  re la tionsh ip  w ith  an e leva to r’s m an ag er  or  crew  as a reason  to
patronize an e levator  and even  m en tioned  that they m ight avoid  an e levator if  they w ere
treated poorly. F o r  instance, M r. F inneran  notes:
I had a ne ighbor  w ho  had an even  b igger  concern , I think it w as  over  protein . I 
d o n ' t  rem em b er  the details now , but I know  he ended  up selling  w hea t  the next 
year to  a d ifferen t d irection. S om etim es  m anagers  certa in ly  can have an effect on 
your  decis ion  to  m arket with a particular  business.
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Furthermore, rapport and trust with the manager and crew is very important. Mr. Glenn
says o f  one o f  the shuttle-train elevators:
The advantage is the management. Very well managed, good guy. If he gives 
you his word, he will keep going. I think he takes buying his grain personally.
He makes it appear that he is doing the best job  that he can fo r  us, and I think that 
he does that with every customer.
Along with a positive relationship with the manager and crew at the elevator,
farmers value the service they receive, such as unloading their trucks at the elevator or
even help obtaining good prices for their grain. Mr. W eber explains:
A lot o f  times managers can help you out with your samples. You know, 
averaging out different proteins and different dockages and things like that. Try to 
get you the best price that they can give you.
To put Mr. W eber’s statement in context, consider the following simplified 
example. If grain with greater than 11% protein content can be sold for $0.50 per bushel 
more than grain with less than 11% protein content, Mr. W eber would want to bring in 
several truckloads o f  grain with greater than 11% protein content each. Since his grain 
varies in protein content from field to field, if  he simply loads grain from the field or his 
storage bins, Mr. W eber might end up with three loads at 12% protein, and one at 10% 
protein. If  the elevator considers each truckload individually, Mr. W eber loses $0.50 per 
bushel on one load. To obtain the premium on all his grain, Mr. W eber could guess at his 
grain 's  protein content and attempt to fill his trucks so that each contains the appropriate 
mixture to average above 11% protein, but this method is time consuming and unreliable. 
Mr. W eber then relies on the elevator manager to mix his grain together and average the 
protein samples from each load on paper. For these four loads o f  approximately equal 
size, the average is 11.5% protein, above the threshold required for the $0.50 premium.
If Mr. Weber hauls approximately 1000 bushels per trip, the elevator m anager’s help
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a llow s him  to get the $0 .50  p rem ium  on all four loads, a d ifference o f  $500. In the 
process  o f  selling  one  sea so n ’s harvest, the e levator  m an ag er’s help  could  total thousands 
o r  even  tens o f  thousands o f  dollars.
Mr. R obinson  a lso  asserts that cus tom er service is a m a jo r  fac tor  in keeping  
sm aller  e levators com petit ive . H e a ttributed the survival o f  the 5 2 -ca r  facility in M oore  
to  the quality  o f  their cu s to m er  service.
W hile  m anagem en t and cu s to m er  service are o f  great im portance , these  qualities  
are associa ted  with m anagers  or  e m ployees  with w hom  the fa rm er has d irect con tac t  and 
genera lly  not with the com pan ies  w ho  o w n  the elevators. M r. H endrix  notes o f  the larger 
elevators:
I 'v e  got along pre tty  well w ith  them . W e 'v e  had G eneral M ills  and Peavey . N ow  
it’s U nited  Harvest. A nd at one tim e it w as  H arves t S tates and I d id n ' t  see any 
difference.
H ow ever ,  Mr. H olland  and one o ther  farm er  said they w ere  skeptica l o f
ow nersh ip  ch ange  because  they w ere  unsure o f  the financial s tability o f  the new
com pany . He explains:
[If] the [elevator] changed  hands, I w ould  p robab ly  put so m e  o f  m y  con trac ts  in 
[the o ther  e levator] ju s t  in the event that one o f  the tw o  goes  under. Y ou know , I 
d o n ’t think i t ’s going  to  happen , but it could. I d o n ’t w an t it to. Y ou know , th e re 's  
a lot o f  m oney  hang ing  out there w hen  you contrac t ha lf  your  c rop  or som eth ing . . 
. . W e ’ll de liver  w hea t  in O c tober  and N o v e m b e r  and defer  p ay m en t  until January  
1st, so if  that c o m p an y  technically  w en t under  in that time y o u ’d be  out [the 
m oney  you deferred]. So, you no longer  have  the co m m o d ity  and no p ay m en t  for 
it. So  tha t’s w hy  I w ould  be  hesitant. I know  the  current ow nersh ip , you know . I 
kn o w  th ey ’re on pretty  fa ir  f inancial footing.
T w o  fa rm ers  also m en tioned  that they w ould  be less likely to  patronize  one  e levator 
because  it is partia lly  foreign ow ned.
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Strategies fo r Staying in Business
Sm aller  e levators and feed and seed businesses  still serve an im portan t role even
though farmers in this area have  m ostly  transit ioned  to using  the large shuttle  facilities.
For  the m ost part, these sm aller  businesses  opera te  in niche m arkets , separa te  from  the
wheat m arket dom ina ted  by the shuttle  facilities. H ow ever ,  som e facilities still buy
wheat in addition to opera ting  in niche m arkets . T o  su rv ive  in the w hea t  m arket against
the larger facilities, these facilities m ust offer  excellen t cu s to m er  service as outlined
above and rely on a loyal cus tom er base.
W hile  som e farmers value  the local e leva to r  b ecause  it is c lose  and convenien t,
others value it because  o f  its eco n o m ic  s ign if icance  in the ir  co m m u n ity  or  o ther  services
it offers. Mr. K ing ly  first c la im s that price  d ic ta tes  w here  he  sells his grain, but then
describes  his reasons for pa tron iz ing  the local e leva to r  o ve r  the shuttle  facilities:
So, yeah, I try to  do  business  with  them  if  I can. I t 's  not a lw ays econom ics  there, I 
guess. I back  up on that. You try to support local peop le  the best you can. I mean, 
you c a n ' t  run you rse lf  into bankrup tcy  do ing  it, yet you still need the local 
businesses. If  you can keep  them  going, well,  it helps you out in the long  run. . . .
I hate to  see e levators  ge t b igger  and less o f  them . I m ean , th a t’s ju s t  the sign o f  
the t im es, sign o f  business, but I w ould  ju s t  really  like to see local ones s tay  open. 
. . .  I d o n ' t  sell hardly  any gra in  here anym ore  on accoun t o f  prices, bu t I still do 
o ther business  there. I know  I could  get be tter  deals-  I 'm  sure I could  get better 
d ea ls -1  d o n ' t  know  that, but I ’m  pretty  sure I could  get be tter  deals if  I w en t  o ther 
places for fertilizers o r  feed, bu t i t ’s still im portant for ou r  operation  to have a 
local e levator in business. So, you do w hat you th ink  you can afford  to do  to  keep 
it that way.
Mr. R ider patronizes his local e leva to r  fo r  s im ila r  reasons:
It p robab ly  w ould  be to o u r  advan tage  to  try to  keep  ou r  tow n intact as long as 
possible. You take that bus iness  ou t o f  tow n, and there are several jo b s  tied to  that 
business. A nd  it affects your  school and it affects y o u r  tax base. So, w e do 
consider that.
W hile  sm aller  e levators and feed and seed opera tions do offer  som e com petit ion  
regarding price  and service, this a lone  m ay  not be enough  for them  to rem ain  in business.
37
H ow ever,  as M r. K ingly  and M r. R ider dem onstra te  above, farm ers value  access  to 
sm aller  local m arkets  which extends beyond good prices and good  m anagem ent.
Risk
In terviews with farm ers frequently  touched on issues related to  risk, m ak ing  risk 
the second m ost im portant them e that em erged . Farm ers  encoun ter  d iffe ren t types of  
risks w hen  choosing  how  and w here  to sell the ir  grain. R isk  w hen  deliver ing  c rops  can 
limit the fa rm er’s choice  o f  markets. T he  risk o f  c rop  failure because  o f  pests , disease, 
local g row ing  conditions, o r  severe w ea ther  events  m ay cause  a fa rm er to choose  to grow  
one crop  rather than ano ther  o r  prevent h im  from  grow ing  a new  crop. A s  m entioned  
above, chang ing  e levator ow nersh ip  m ay cause a fa rm er to  be m ore  cau tious  w hen  selling 
his crop. C hang ing  m arket conditions c o m p o u n d  this uncerta in ty  and are a risk to 
farm ers, but these  changes  will be d iscussed  in m ore detail un d e r  the them e o f  m arket 
availability.
This  section addresses the risks that farm ers enco u n te r  w hen  truck ing  gra in  to  the 
elevator, w hen  choosing  what, if any, rotation crops to  grow, w hen  try ing  to  predict 
w eather patterns. O verall ,  fa rm ers’ op tions b eco m e  lim ited  as they m ake  decis ions which 
m in im ize  risk.
T ruck ing
Transport ing  grain to the e levator represents  signif icant risk, espec ia lly  as farm ers
m ust travel further to de liver  their grain.
Mr. F inneran  outlines  the hazards o f  driv ing  large trucks:
Y ou put you rse lf  a little m ore at risk be ing  on the road  a longer  d istance  and 
driv ing  in m ore  traffic. I ’ve had a c lose  call w ith peop le  pu lling  out in front o f  me, 
and well, the first time you have  a big w reck  w ith  a truck  and sm ash  so m eb o d y  up 
and they sue you, w hat d ifference y o u ’re m ak ing  in the price  there  [at a m ore
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distant elevator] w ould  not pay fo r  a big lawsuit. So, you have to try to take  those
things into considera tion  too, w hen you start driving fa r ther  A ny tim e  you get
on this h ighw ay, the  traff ic’s a lot busier, and that is a concern . T ha t w as a 
concern  for us. W e  had been  used to hau ling  to this e levator here, and th e re 's  so 
little traffic com pared  to  the m ain  h ighw ay. W h en  w e had to  start go ing  to 
M occasin  at harvest  time, i t ’s a d isadvantage , I w ould  say, hav ing  to get on  that 
busy  h ighw ay, especia lly  at harvest. M ay b e  you have  a little m ore  inexperienced  
drivers. T h a t ’s a lw ays  m y biggest w orry  is hav ing  so m ebody  get in a w reck  at 
harvest when y o u 're  busy. I had it happen  one  tim e w hen I w as  hauling  to  G reat 
Falls. A  ca r  ju s t  pulled  out from  an approach  in front o f  me. I w as go ing  d o w n  the 
o ther side, and you c a n ' t  stop a 100,000 pound  truck  very  easily. . .  . [The] big 
d isadvantage  there, the e levator  in Fort B enton w here  they take the barley , is on 
kind o f  a hillside and a rough railroad crossing. I ’ve  pulled in m ore  than once  
w here  it m akes m e apprecia te  these  e levators dow n here that are on the flat 
because i f  you g o o f  up shifting  gears there, as y o u 're  going  to  that one, you can 
com e to a stop and have  to take o f f  with your  truck  with a load on. G u y s  have 
tw isted  their drive  shafts and burned  up clutches.
Mr. G lenn  adds concern  over w in te r  dr iv ing  cond it ions  to Mr. F in n e ran 's  concerns:
W e have  to  sell at a t im e  o f  year  w hen  these  hills are capable-  w e ’re capab le  o f  
m ak ing  it up without hav ing  an accident. L ike recently , snow  and ice, w e ju s t  
cannot m ove  grain.
In addition  to  risks from  o ther  drivers and road conditions. Mr. K ing ly  talks about
the challenges o f  hau ling  as m any  bushels  as poss ib le  per  trip w ithout loading  his semi
truck heav ier  than w hat the legal limit allows:
G ot to  be careful. I t’s a risk because  you d o n ’t a lw ays  guess the right am oun t 
anyw ays. So  if  you try to  load for the m ax im u m , usually  you end  up getting  more. 
If  you get s topped, then it gets expensive . M ost people , they d o n ' t  ge t s topped  
very often, so they get by with it, but I 'd  ra ther not.
Rotation and  A lternative Crops
R otation and alternative crops are im portant tools for farmers. G ro w in g  the sam e
crop in the sam e field fo r  several consecutive  years deple tes  nu trients  in the soil and
increases the inc idence  o f  w eeds,  insects, and disease. T h ese  p rob lem s can be m anaged
by using  chem ica ls ,  le tting land sit idle, o r  fa llow , o r  ro tating  a d ifferent c rop  into the
field. C hem ica ls  such as fertilizer and pestic ides  are becom ing  increasing ly  costly  and
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fa llow  g round  gives no possib ility  o f  p rofiting  fro m  a crop  since no  crop  is g row n during 
such a year. Therefore  m any  farm ers use a lternative o r  ro tation  crops w hich  help  control 
pests  and disease, increase the fertility o f  the soil, and m ay net a profit  w hen  sold. T he  
quantity  and m anner  in w hich  these crops are used m ay effect the  am oun t o f  wheat 
available  to larger elevators. Similarly , large elevators  m ay influence ro tation  practices.
Rotation and alternative crops are g row n  prim arily  as a tool to control the risk o f  
d isease and pests. Mr. Bell expresses  skeptic ism  that som e farm ers can farm  without 
rotation:
I ’m a firm believer [in rotation]. S o m e  peop le  get aw ay  w ith -1  d o n ' t  k n o w  how 
they do  it- but, [they] can g row  w heat  on wheat on w heat for- back  to back- year 
after year. I think th e y 're  heading  fo r  a wreck.
Farm ers  genera lly  select these crops based  on past success o r  the success  of  
friends and neighbors. Several m en tioned  that once  a c rop  w as “p roven ,” they w ould  feel 
more com fortab le  grow ing  it. M an y  fa rm ers  c la im  that they w ould  be  w ill ing  to  try  a 
new  crop, but m ost feel the risks are g rea te r  than the benefits .  M r. C lancy  sum m arizes  
these views:
I d o n ' t  necessarily  want to  be the last guy  in the  w orld  to  try som eth ing , but I 
d o n ' t  necessarily  have to  be the  first e ither. I w an t to  m ake sure i t ’s p roven  so I 
d o n ' t  have to  get that valuable  experience  called  educa tion  at the price o f  tuition 
that m aybe I d o n ' t  like.
Mr. York parallels this, noting “ I t 's  really hard  for me to change  w hat w e k n o w  has been 
w ork ing  for several years .”
Local E nvironm ental Conditions
T h e  success o f  crops is largely  dependen t on local env ironm enta l conditions 
including soil conditions, precipita tion, tem perature ,  and severe  w ea th e r  events. These  
conditions vary w idely  throughout the s tudy  area. F o r  exam ple ,  m uch  o f  the  croppab le
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land in G arfie ld  and Pe tro leum  C ounties  in the w est has very  th ick  topsoil,  but the area
has little precipitation and hot sum m ers .  T he  area nearest to M oore  and M occas in  has a
som ew ha t th inner layer o f  topsoil, but receives m ore precipita tion, m ay be  irrigated, and
tends to be cooler  in the su m m er  than areas to  the west. L and  south  o f  the  Belt
M ounta ins  in W heatland  C ounty  has very  thin topsoil and low  precipita tion . T h e  entire
study area is subject to  severe  w ea th e r  events  such as hail, h igh w inds, and the occasional
tornado that can destroy  a crop. T h e  m aps  in A ppend ix  A provide  in form ation  about
tem perature , precipita tion, and crop  grow th  potential.
F arm ers  repeated ly  descr ibed  the study  area as “w in te r  w hea t  coun try .”
Historically, w in te r  w hea t  is the m ost reliable crop for this and therefore  less risk is
incurred by  grow ing  prim arily  w in te r  w heat. Farm ers  are hesitant to  try new  crops or
crops which they are unfam ilia r  w ith  or  w hich  require  particular  w ea th e r  cond it ions  to
grow. Fourteen  o f  31 fa rm ers  said they w ere  limited in the ir  op tions by the  local
environm enta l conditions  o r  w ea ther  patterns.
W h en  asked about choosing  w hat crops to  grow. Mr. D arcy  explained:
W e  are l im ited  here, o f  course , by  our e levation and rainfall that w e  can only 
g row  certain  crops, so [we choose  ou r  crops] within w hat w e  can  g row  and have a 
reasonab le  possib ility  o f  success.
Mr. H arper  says that recen t w ea ther  patterns have an effect on c rop  decisions:
On this side o f  the [Snow y M ounta ins] ,  there’s been  a lot o f  g round  seeded  dow n 
to grass and hay in the last ten years because  o f  the d rought,  and so now , som e o f 
them  are long  on hay acres and th ey ’re selling hay  and th e y ’re do ing  w ay  better.
A  coup le  o f  m y neighbors  said th e y ’re do ing  w ay  better  on the hay  per  acre than 
they ever  did with spring  w heat, so I think w e 'l l  start to  see so m e  o f  that.
Mr. F inley  notes, “ I t’s got to produce, o r  w e  d o n ' t  have  any th ing  to  sell, no m atte r  w hat 
the price .” Fo llow ing  this logic, m ost fa rm ers  in this area rely on w in te r  w heat, w h ich  is
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considered the m ost reliable crop  b ecause  it d o e s n ' t  require  a large am oun t o f  m oisture  
throughout the sum m er, surv ives  heat well, and d o e sn 't  require  a long g row ing  season.
M arket Access
M arket access refers to the availability  o f  m arkets  for grain c rops  and rotation 
crops and the ease with which fa rm ers  can deliver  to those m arkets  in both t im e and 
space. D is tance  is a m ajor factor b ecause  o f  costs  associated  with transportation. The 
physical layout and location o f  the m arket o r  e levator site a lso  affects de livery  o f  
products. T im e in transit and at the e leva to r  is a c o m m o n  fac tor  l inking these  two 
concepts, and the t im ing  o f  de livery  can  further  influence m arket access.
Distance
Farm ers refer to  the d istance  they  m ust transport the ir  grain as a cost with  three 
com ponents :  the t im e it takes to  get to  the e levator, the actual costs  associa ted  with 
trucking, and the risk involved in driv ing  a semi truck on the h ig h w ay  o r  in town.
Because  o f  these costs, an increase in d is tance  is genera lly  perceived  as a barrier to 
e levator access.
T hose  near the e leva to r  frequen tly  rem arked  how  fortunate  they w ere  to  be  near 
tw o large e levators because  o f  low freight costs  w hen  truck ing  grain to the elevator. 
Similarly , those w ho  live further out co m p are  the  d ifference in cost o f  fre ight to  those 
living near the large e levators. F o r  exam ple ,  M r. R ob inson , w ho  lives m ore than 120 
miles from  M oore , rem arks:
W e ’re at quite a d isadvan tage  com pared  to people  that farm up around M o o re  and
M occasin . It costs us 65 cen ts  during  harvest to hire a truck to haul a bushel from
here to  there. W ell,  th a t’s 65 cen ts  [per bushel] those  guys d id n ’t have  to spend.
It’s ju s t  the cost o f  do ing  business  here  I guess.
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In spite o f  this, the distance betw een  M oore  and M occas in  w as v iew ed  as a
com para tive ly  sm aller  barrier fo r  those w ho had to  drive  farther  than those living near  the
elevator, a llow ing  those farther from  the e levator m ore opportun ity  to  take advan tage  o f
price d ifferences betw een  the two. For  exam ple , Mr. Baker, w ho  lives near  M oore ,  says:
W ell,  fo r  me, when m y  furthest haul is five miles [to M oore] and then you have to 
tack on another eleven to that [to drive  to M occasin] , th a t’s doub ling  and a lm ost 
tripling m y mileage. N o w  the guys co m in g  from  H ysham , C ircle , Jordan , when 
th ey ’re a lready driv ing  four hours another  fifteen m inu tes  is no th ing  to them . It 
pays them.
Mr. Rider, w ho  lives m ore than sixty miles from  M o o re  and M occasin ,  expla ins
that m uch  o f  the cost involved  in trucking is incurred during  load ing  and unloading , and
miles traveled is a small proportion  o f  t rucking  expense:
O nce  y o u 'v e  got the grain loaded on the truck- y o u 'v e  got to load the truck  no 
m atter  w here  you haul it- you can run a few ex tra  m iles  d o w n  the h ig h w ay  to 
capture  a few  extra  cents and som etim es  it pays.
O ne  fa rm er takes this v iew  even  further and sees d is tance  as an advan tage  rather
than a barrier. M r. Potts said:
O ne  thing I ’ve learned is, because  w e ’re a long w ays  from  the  m arket,  and 
because  w e ’re a long w ays  from  the supplies, w e  have to have to have  b ig  trucks 
to bring it in and to  take it out. So  w hat that does is g ives us a  w ay  b igger  
m arketing  area than som ebody  w ho  lives right nex t  to the e levator. F o r  instance, 
som ebody  that lives right next to  the e levator  at M o o re  is p robab ly  go ing  to 
m arket at M oore , o r  M occasin . . . . W e  can reach  out a lot further fo r  ou r  input 
and for ou r  m arket-  selling ou r  stuff. So, w hile  w e have that m uch  m ore  cos t  to 
get it there, w e 'l l  save m oney  on the price  o f  fertilizer because  w e have  m ore 
places w e can buy  it. W e ’ll get a be tter  deal. W h en  w e sell ou r  w heat,  w e ’ll get a 
better deal for ou r  w heat for the sam e reason. W e  have a lot m ore  p laces  that we 
can go with it.
Site Accessibility
M ajor  d ifferences in accessib il i ty  exist be tw een  old and new  elevators . T h is  topic 
appeared  frequently  w hen  farm ers co m p ared  the U nited  H arvest and Peavey  facilities 
p rior  to P eav ey 's  update  and the old and new  Peavey  facilities, but w as  a lso  m en tioned  in
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reference to dom estic  m illing  m arkets  in B illings and Great Falls, which are  located  in
town and lack the space  to upgrade  to  faster facilities. A s  with d istance, fa rm ers  often
refer to t im e and risk w hen  ta lking about an e leva to r’s accessibility.
O lder  e levators are v iew ed as outdated , cum bersom e , and slow. F o r  exam ple ,  Mr.
H arper says o f  the old Peavey  facility, “T h e  old one  w as ju s t  a m ess to  get in and ou t of.
It w as slow and painfu l.” Mr. Bell com pares  the  old Peavey  facility  to w hat he expects
from the upgraded  facility:
That e levator w as d ilapidated . It w as  in need  o f  repair. T h e  in frastructure  w a s n ' t  
there to keep  th ings m oving  and y o u ’re constan tly  w aiting  in line, but I th ink the 
new  facility will alleviate that p roblem .
M rs. Finley, w ho fa rm s with her  husband  in G arfie ld  C ounty , says o f  a flour mill:
R ight now  w e ’re hauling  to  [a mill], and th a t 's  a m iserable  p lace to unload. . . . 
Y ou can on ly  de liver  from , I guess, seven  in the m orn ing  until- you have to be 
there by  one o 'c lo c k ,  o r  you c a n ' t  m ake tw o trips in a day, and it’s s low  to unload. 
It takes about 35 to  45 m inutes  to unload, and at M occas in  and M o o re  w ith  those 
unit trains, you can un load  in about, less than ten minutes.
N ew  elevators are v iew ed as convenien t,  qu ick , and efficient. Mr. Y ork  descr ibes  the
M occasin  shuttle-train facility:
I really feel like they  w ere  getting  the bulk o f  the w heat from  that direc tion  s im ply  
because their facility w as state o f  the art. Fast, efficient,  clean. It w as  n ice  to  haul 
in there.
A no ther  co m ponen t o f  accessib il i ty  is physical location. E levators  located  in 
tow n w ere perce ived  as less accessib le  than those outside o f  tow n because  the large 
trucks now  used by  m ost farm ers are difficult to  opera te  in limited space.
As m entioned  above, fa rm ers  also p refer  to avoid  difficult o r  hazardous h ighw ay  
conditions such as driv ing  up a steep  hill in icy w in te r  conditions, and blind  o r  busy  
h ighw ay  intersections.
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Time
Farm ers refer to both d istance  and accessib ility  in term s o f  the time it takes them 
to deliver  a load o f  grain to  the elevator. A ccord ing  to  M r. C lancy, fa rm ers  are “all 
lim ited by time, energy, and m oney. So  if  w e can  get that p roduc t  there, get it un loaded  
swiftly, get back, get som e more, then w e ’re a lright.” W h en  delivering  grain, t im e is o f  
the essence  for three reasons: harvest opera tion , m arket fluctuations, and tim e needed  for 
o ther chores.
First, at harvest farm ers need to keep  the ir  opera tion  runn ing  sm ooth ly , m ean ing
that com bines  m ust operate  con tinuously  as m uch  as possib le  in a narrow  harvest time
w indow . If  on-farm  storage is lim ited, farm ers m ust truck this grain from  the co m b in e  to
the e levator during  harvest. It is therefore essentia l to m in im ize  the t im e spent hauling  to
and from  the e levator so that trucks are available  to  em pty  com bines  and allow  them  to
return to harvesting. For instance, M r. C lancy  said:
I c a n ’t afford to have  a co m b in e  sitting because  w e  need  to  harvest w hen  the 
w eather is- a llows us to do  that. T h a t ’s w hy  w e ’re ju s t  tickled to death  to  have 
that e levator at M oore  and M occasin .
Second, because  o f  the rapid nature  with  w hich  the m arket p rices  change, farm ers
need to haul large am ounts  o f  grain from  storage to the e levator in short periods o f  time
to take advantage  o f  such prices or  the associa ted  protein  and /o r  quality  p rem ium s.  Mr.
H olland  expla ins  w hy delivery  t im ing  is essential:
L e t ’s say, I contrac ted  w hea t  6  m onths  ago, [and] I ’m  deliver ing  today. T h e re 's  
protein  prem ium s and d iscounts that com e  into effect. So, i f  the  quality  o f  my 
w heat is h igher than I contrac ted , they  pay  m e m ore  m oney. I f  it’s low er, they  pay 
me less. N ow , those p rem ium s or d iscounts  change  on a daily  basis. T he  problem  
with M occasin  is they 'l l  som etim es  fill up in three or  four days. Y ou know , they 
load a train up and th e y ’ll call peop le  to  start hauling. T h e y  fill up in three to  four 
days. So  if  you c a n ' t  m ove  all o f  your  p roduc t  in those three to  fou r  days, you 
c a n ’t hit the p rem ium s for that t im e period. Last year, there  w as  a situation  where 
som ebody  I know  c o u ld n 't  get 40 ,000  bushe ls  de livered  in w hen he w an ted  to
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because they had filled up, and he ended  up losing over a do lla r  in p rem iu m s a 
bushel. So it w as a $50 ,000  sw ing  ju s t  s im ply  due to the fact that they c a n ' t  hold 
as m uch  as they contract. T hey  c a n ’t m ove  the p roduct out as fast as they w ould  
like to. W e 'v e  run into p rob lem s with that before. Y o u ’ve got a t im efram e  to  haul, 
and usually  i t 's  30 days and you can m arket within that 30 days even  though  your 
c o m m o d ity ’s a lready sold. If  you c a n ' t  get it in when you w an t to, it can  cost you 
money.
Third , time spent hauling grain is t im e spent aw ay  from  o ther  chores . M r. G lenn
expla ins  w hy  he delivers grain from  part o f  his operation  to  his local e leva to r  ra ther  than
to one o f  the shuttle-train facilities:
W e  can haul three to four tim es the am oun t o f  grain in a day there versus  [the 
amount] w e can at the o ther  farm s, which m eans  w e 'r e  in the truck less. . . . 
Y o u 'v e  got m ore t im e to  do o ther  things on the farm.
Mr. Y ork  expla ins  that som etim es  it is necessary  to de liver  at a m ore  distant
e levator because, in spite o f  the extra  d istance, it takes less t im e  to com ple te  a trip due  to
faster facilities o r  a shorter  line:
It w as  getting  to the poin t w here  it cost us m ore to try to  sit in line do w n  here  and 
only  get one o r  tw o loads a day. I could  take  it all the w ay  to [the o ther  e levator] 
and get four tim es the am oun t o f  grain hauled in the sam e  day, even  though  i t ’s 
farther away.
Similarly , M r. Corbin  co m m en ts  that if  wait tim es at the  e leva to r  are equal, “ the  only 
d isadvan tage  for m e is ju s t  the extra  t im e it takes to haul over  there .’’
M arket Availability
W h en  asked  how  m uch  the  e levator in fluenced  w hat they  grew , 20 o f  the 31 
farm ers said that the  e leva to r  d id  no t affect them  at all. But after reflection, m any  o f  
those  reconsidered and said that if the e levators did not exist o r  d id not bu y  w heat, they 
w ould  be m uch  less likely to  g row  wheat. T he  sam e answ er  appeared  w h en  farm ers 
talked about w hich  alternative o r  ro tation  crops they grew. Seven teen  o f  the 31 farm ers
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m entioned  that a local opportun ity  to  m arket a lternative crops w ould  induce them  to grow
more o f  those crops.
C am elina , an o ilseed crop  w ith  potential for both food and biofuel uses, w as a
popular  exam ple  w hen  farm ers spoke o f  the possib ility  o f  m arkets  fo r  alternative crops.
Mr. H olland explains the prob lem  o f  m arkets  fo r  a lternative crops like cam elina  and peas:
T hey  talk about cam elina  as being  a viable crop, and I 'd  love to grow  it, but we 
have no place to  de liver  it here. Y ou know , th e re 's  a lot o f  oilseed crops- peas-1  
w ould  like to get into  peas, bu t ou r  m arket fo r  peas  is S tevenson  livestock, and, 
you know , if  they decide  to s top  taking them , then w here  do  you go with them ?
Put them in a shed and buy  som e cattle to feed them  out. Personally  fo r  me, the 
m arke t’s got to be there. I have  to  know  the m a rk e t ’s stable. A nd  I have  to- if  I am 
contracting , I have  to  k n o w  that the  p e rso n ’s good  fo r  it. But yeah, I ’ll grow 
anything, it’s ju s t  m ore a m atte r  o f  w here  I 'm  go ing  to sell i t . . .They w o u ld  have 
to bring in a facility that w ould  handle  an alternative crop  before I w ould  go  for 
that over w hat I ’m raising.
Mr. Scott  offers a sim ilar exp lanation , noting that the nearest  cu rren t facility fo r  cam elina
is inaccessible  because  it is a three h o u r  haul from  his farm:
W e  w ould  grow - peop le  have got to  realize, the industry  d o e sn 't  realize, which 
kind o f  upsets  m e- w e will g row  any- well,  these farm s here  w ould  switch 
com ple te ly  from w heat  to  som eth ing  else if  it w as  profitable. If  it w as  profitable  
and easy  to haul like it is w hea t  to this facility, w e ’d be ra ising it. The 
infrastructure w e have  in p lace is fo r  w hea t  and barley, p redom inan tly  wheat.
Plus, tha t’s historically  w hat w e ’ve raised here  because  w e raise it good. T h is  is a 
very good  w heat and barley  gra in  g row ing  area. So  part o f  the reason they  raised 
w heat is because  it g row s well here, but also because  the infrastructure is in place 
for it. If  the infrastructure  w ere  to take p lace- like for cam elina  fo r  exam ple-  if  w e 
had a crush ing  mill here  and they w ere  paying  it and it w as profitable  to  raise 
cam elina, I guaran tee  w e ’d be ra ising cam elina .  But not w hen  you have to haul it 
for three hours to get to  the nearest mill. It ju s t  isn 't  feasible. So  i t ’s infrastructure 
and profitability. W e raise  w hea t  because  it’s p rofitable  in this business.
Mr. Potts observes  that “ the fact that w e  have  the  huge  train  load ing  facilities for w heat, 
and w e d o n ’t have  any facilities fo r  o ther  s tu ff  w ith in  a very good  range  has definite ly  
m ade  us m ore m onocu ltu re  w hea t .”
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Mr. G regory  notes that alternative crops are difficult to  sell unless they are 
forw ard contracted:
O ne  o f  the p rob lem s with som e o f  those crops is th e y 're  w hat they  call thin crop 
as far as be ing  m arketed. U nless  you have  a contract o r  som eth ing  like that, you 
have a tough  time m arke ting  them  or d e livering  them.
Summary
All farmers cited price as the m ain  reason they pa tron ize  a particu lar  e leva to r  or 
w ould  go to a different elevator. H ow ever,  to de liver  at a m ore  d is tan t e levator, the 
difference in price m ust be great enough  to  pay the ir  costs. F arm ers  conside r  m any 
factors w hen  assessing these costs  including time, risk, conven ience , cu s to m er  service, 
and the im portance  o f  m ain ta in ing  local businesses. It also m ust be feasib le  to  d e liver  at a 
t im e w hen  m arket conditions  w ould  allow  them  to take  advan tage  o f  price  d ifferences. 
T he  farm ers in this study consider  the construction  o f  the new  shuttle-tra in  facility in 
M oore  to be  a benefit  to com petit ion  am ong  elevators  in the area and therefore  to  the 
price they rece ive  for wheat.
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CHAPTER FIVE - SUMMARY AND CONCLUSIONS
The three them es w hich  em erged  in this s tudy- com petit ion , risk, and m arket 
availability- address how  farm ers evaluate  changes  in the location and size o f  grain 
elevators, which represent critical changes  in the m arketing  infrastructure. T he  them e 
com petit ion  refers to  h ow  farm ers perce ive  grain e levator com petit ion  and h ow  the 
ou tcom e o f  this in teraction  affects the price  the fa rm er receives. T he  them es  risk and 
m arket availability  in form  the fa rm ers’ calcu la tion  o f  costs. T he  ba lance  o f  these costs 
with the market price drives  the ir  m arke ting  and crop  decisions.
Farm ers assert that price is their  p r im ary  m otive  fo r  choosing  an e leva to r  at which 
to sell grain and that the costs  associa ted  w ith  transportation  to the e levator  affect the 
final price they receive. F ind ings from  this s tudy  support the use o f  the supp ly  area 
concept w hen  eva lua ting  grain e leva to r  p lacem ent and confirm  the value o f  this concept 
when applied to grain m arke ting  sys tem s at the aggregate  o r  regional level. B eyond 
em phasiz ing  regional patterns  described  by  supply  area rules, this investigation revealed  
considera tions that are im portan t at the local and individual level. Overall,  fa rm ers are 
rem arkably  profic ient in nav igating  the com plex  grain m arke ting  system. In addition, 
they are very aw are  o f  un ique local factors that affect the success  o f  the ir  operation.
This  chapter  sum m arizes  the s tu d y ’s findings and d raw s conc lus ions  about 
farmers and grain m arkets  in Central M o n tan a  by  dem onstra t ing  how  the  three em ergent 
them es shape farm ers perceptions and decis ions. It begins with a d iscuss ion  o f  the 
evaluation o f  costs  and values and con tinues  by  p resenting  the re levance o f  find ings from  
this study to grain e levators and h ow  this s tudy  m ight help  individual e levators  to 
s trengthen their  position  assisting farm ers , agriculture  in general, and Central  M o n tan a  as
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an agricu ltu ra l reg ion  on the longer term . T he ch ap te r concludes w ith  suggestions fo r 
fu rther research  derived  from  this study.
Evaluating Costs and Values
A t the local level, farm ers eva lua te  costs  and  values in te rm s o f  co m p etition , risk, 
and  m arket availab ility  using  the ir k n o w ledge  o f  the  grain m arketing  system , the ir local 
elevato rs, and th e ir  ow n opera tions. T he com p ariso n  o f  costs  and  value o f  g row ing, 
m arketing , and transporting  to  price  a t the e lev a to r affec ts  th e ir  assessm en t o f  the e levato r 
and  steers the ir decisions. T he costs and  values here  are key  fac to rs m en tioned  in the 
in terv iew s, bu t th is d iscussion  by no m eans p ro v id es  an ex h au stiv e  list o f  fac to rs farm ers 
consider.
Farm ers value w heat because  it is easy  to  sell, easy  to  grow , and receives a high 
price. S tated  in term s o f  the them es com p e titio n , risk , and m arket av a ilab ility , w heat is a 
favorite  c rop  in th is area because there  is h igh  co m p etitio n  am ong  buyers fo r the product, 
it has a re la tiv e ly  low  risk  o f  fa iling  in C en tra l M o n tan a ’s c lim ate , and  m arkets are easily  
availab le . O ther crops are valued  p a rticu la rly  b ecau se  they  can be used  to  reduce  the 
costs o f  g row ing  w heat. G row ing  a d iffe ren t c rop  rem o v es the  food  sou rce  fo r pests such 
as the  w heat stem  saw fly  and  a llow s farm ers to  app ly  d iffe ren t types o f  p estic ides to  the 
fie ld  to contro l w eeds and  o th e r insects. H o w ev er th is va lue  is o ften  ou tw eighed  by the 
costs associa ted  w ith  these crops and  the  values o f  w heat itself. T h ese  co sts  inc lude  the 
lack o f  m arkets fo r these crops, esp ec ia lly  locally , and  the tem pera tu re  and m oistu re  
needs o f  such crops. F o r exam ple , g row ing  peas a llow s a fa rm er to  app ly  herb ic ide  that 
w ill kill cheatg rass as w ell as w heat, bu t w ill no t kill the  peas. G ro w in g  peas a llow s the 
fa rm er to  reduce  the am oun t o f  chea tg rass in festing  the  fie ld  the next tim e he p lants
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w heat there. In spite o f  this benefit, the fa rm er could  decide  not to  g row  peas because  he 
m ay need to ship them  m ore than 100 miles to  a m arket, o r  he  m ay  antic ipa te  a p oor  
harvest because  o f  a lack o f  rain or  an excess  o f  heat. T here  is inadequate  com petit ion  
for a lternative o r  rotation crops am ong  m arkets  which are difficult to sh ip  to, and 
a l though the ir  g row th  reduces risks presented  by con tinuously  g row ing  w heat,  there are 
additional c lim atic  risks associated  with g row ing  these crops.
M arketing  and transporting  add even m ore  variables to the equation . G ood  
m anagem en t and service at the e levator adds value both in te rm s o f  conven ience  and 
price. T h e  costs o f  accessing  m arkets  are h igher  or  low er for d ifferent e levators 
depend ing  on the am oun t o f  t im e spent traveling  to the m arket and un load ing  at the 
elevator. T ruck ing  risks add vary ing  costs  d epend ing  on road  hazards exis ting  be tw een  
the farm  and the elevator.
Relevance to Grain Elevators 
Grain  e levators are the link betw een  fa rm ers  and larger m arkets. As such, they 
are responsib le  for de livering  enough  quality  p roduc ts  to these larger m arkets  while  also 
ca tering  to the needs o f  the ir  suppliers , the farm ers. T he  find ings in this s tudy  are 
re levant to grain e levator ow ners  and m anagers  as well as the ow ners  o f  feed  and seed 
opera tions because  they  help  explain  the m otives beh ind  fa rm ers’ decisions. 
U nders tand ing  f a rm ers ’ decis ions can  help  these  businesses  take action  to im prove  both 
their  o w n  com peti t iveness  and the fa rm ers '  m arke ting  options.
Farmer Perception of Increased Competition
A lm ost  all fa rm ers in this s tudy  v iew ed  the upgrade  o f  the e leva to r  in M o o re  as a 
positive change  w hich  is “good for com peti t ion .” For  m an y  fa rm ers  in this area, the
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elevators at M oore  and M occasin  have  long been  their  local e levators with little 
com petition  from other facilities. M ost farm ers seem  to have m oved  past regretting  the 
decline in n um ber  o f  small e levators and ad justed  to  the presence  o f  a few  large elevators, 
even seeing their large capacities  and high speed, high tech facilities as essential. Any 
upgrade in an o lder facility is seen as an increase  in com petit ion  and a benefit  to  farmers.
Farm ers extol the change  at the M oore  facility w ith  reference  to im provem ents  in 
unloading tim e and convenience  and the ability to  offer  be tter  prices. T he  o lder  facility 
w as v iew ed as d ilapidated  and slow, w hereas  the new  facility is deem ed  fast and 
efficient. T he  gain in speed  and eff ic iency  w hen delivering grain is valuable  to  farmers 
w ho w ant to “get in. get out, and get go in g ” w ith  truck loads o f  grain. This  concept 
applies as m uch to farm ers w ho  deliver  at M occas in  as it does  to those w ho de liver  at 
Moore.
Farm ers  w ho usually  de liver  at the  M occas in  e leva to r  w ere  as excited  as farm ers 
w ho usually  deliver  at the M oore  e leva to r  about its im provem ents .  This  is not 
necessarily  because  fa rm ers  w ho  de liver  at M occasin  antic ipate  de livering  at M oore  
instead. Rather, it is because  they expect the M o o re  facility to acquire from  o ther  farm ers 
som e o f  the grain usually  delivered  to  M occasin .  T h ese  fa rm ers  expec t  com petit ion  
betw een  the tw o  e levators to increase the prices offered  to  farm ers and a reduction in 
traffic at the M occasin  e levator, reduc ing  tim e w ait ing  in line and occas ions  w here  the 
e levator is full.
Increasing Com petitiveness
In an area such as Central  M o n tan a  w here  com petit ion  am ong  e levators is close, 
m icro  o r  local level considera t ions  by fa rm ers  can m ake as m uch  d ifference  as price
when choosing  one  e levator over another. In instances o f  c lose  com peti t ion , grain 
com panies  should  consider these local factors as m uch  as they consider the  m acro  or  
regional level factors. By understanding  the criteria  by w hich  fa rm ers  evaluate  grain 
e levators and the  costs  associated  with delivering to  them , grain e levators  can attract 
farmers with im proved access to  e levator sites, p rom ote  the ir  value as a local business, 
and im prove  the m arketability  fo r  crops o ther  than wheat.
S ite  A ccessib ility . Site accessib ility  is important. H ow ever ,  m an y  elevators  can 
do little to im prove the ease o f  access  to their  sites. T hey  cannot, o f  course , rem ove  large 
hills from  the path o f  the farmer, control the w ea ther  to  prevent ice on the road, o r  ensure  
that o ther  drivers are safe and courteous. Repeated ly , fa rm ers  indicate  that the drivers o f  
sm aller  vehicles are unaw are  o f  the d ifficulty  o f  driv ing  a larger truck  and frequently  pull 
ou t in front o f  large trucks at in tersections or  do  not g ive the truck  adequa te  t im e o r  space 
to safely  m ake a turn. W hile  beyond the  control o f  e levator opera tors , they  could, 
how ever,  co llaborate  with  sta te-w ide  or  regional agricultural o rgan iza tions  and the 
M on tana  D epartm ent o f  Transporta tion  to coord inate  a cam pa ign  to  in form  o ther  drivers 
as to h ow  their  behav io r  puts grain truck  as well as l ivestock  truck drivers  at risk and 
explore  the possib il i ty  o f  im prov ing  or constructing  turn ing  lanes at p rob lem  
intersections.
O ther  factors are m ore  in the control o f  the e levator. N ew ly  constructed  e levators 
have  the option to locate on easily  accessib le  and level sites ou ts ide  o f  difficult to 
navigate  tow ns. T h e  U nited  H arvest e levator at M occasin  is a good  exam ple  o f  this. It is 
located  a m ile  from  both the tow nsite  o f  M occas in  and the h ighw ay , g iv ing  am ple  room  
fo r  trucks to  m aneuver  aw ay  from  o ther  traffic. O thers, such as the Peavey  e leva to r  in
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M oore have historically been situated in town. These elevators face the extra challenge 
of giving farm trucks easy access in a m ore confined space. This has been increasingly 
difficult as the size o f these trucks has increased.
Prom oting Local V alue. Sm aller com panies may want to consider prom oting 
their value as a local business to area farm ers, appealing to their sense o f com m unity and 
the long term effects o f the closure o f such an elevator. In fact, som e farm ers already 
evaluate sm aller elevators in term s o f the costs they would incur if that elevator were to 
close. They would be subject to increased risks in trucking, increased time reaching the 
market, and their access to other goods and services at o r near the elevator would be 
reduced.
M anagem ent and service is also perceived as a local value, regardless o f the size 
o f elevator. Interviews showed that farm ers are fully aw are and very sensitive to how the 
quality o f service and m anagem ent practices affect their livelihood. Elevators can perhaps 
do m ore to enhance their service. Especially sm aller elevator operators, often with less 
com petitive pricing strategies, should prom ote how they serve as niche markets.
M arkets for A lternative Crops. The farm ers in this study consider alternative 
crops im portant for use in rotations. Farm ers value these rotations to control weeds, 
insects, and disease and to increase the fertility o f the soil. Several even com m ented that 
these crops increased the yield o f wheat grown the following season. However, these 
crops present m arketing dilem m as which currently outweigh their rotational value. 
Farm ers see inadequate dem and for these products. The num erous seed and feed 
businesses and local feedlots cannot buy m ore than what is already grown or cannot offer
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adequate  prices. Thus, the increase in w hea t  yield due to  c rop  rotation does not outweigh 
the loss in profit due to lack o f  m arketing  options fo r  alternatives.
Small e levators and seed and feed businesses  have focused  on niche m arkets  
w hich  rem ove them from  direct com petit ion  with the large elevators. H ow ever,  farmers 
still perceive access to m arkets  for alternative crops to  be limited. Sm alle r  elevators 
should explore  to w hat exten t they can p lay  a grea ter  role in facilitating the m arketing  of  
alternative crops.
If  the use o f  these crops in rotation increases  the y ield  o f  wheat as farmers claim, 
it w ould  be o f  benefit to  the larger e lev a to rs ’ to support m arkets  for these  crops. Som e 
farm ers let land sit idle, o r  fa llow , ra ther than grow  a ro tation  crop. This  yields som e of 
the sam e pest and disease  control benefits  as rotation. O thers do  not rotate as m uch  as 
they w ould  like s im ply  because “ it d o e s n ' t  pencil .” T he  change  in w heat yield is not 
enough to  m ake  up fo r  a poor  price for the rotation crop. T he  w heat yield drops fo r  every  
year  it is con tinuously  c ropped  because  o f  dep le ted  nutrients, pests, and disease, but the 
farm er  still m akes m ore  m oney  than he  w ould  g row ing  and selling a d ifferen t crop  as a 
rotation and gain ing  in w heat yield the fo l low ing  season. If  e levators  could  provide 
attractive m arkets  for rotation crops, fa rm ers  m ay  grow  both  m ore  alternative crops and 
m ore w heat as ground is rem oved  from  fallow  and rotation boosts  w heat yields.
T he  exam ple  presen ted  in the p rev ious chap te r  illustrates w hat fa rm ers  see as the 
m a jo r  roadblock to a m arket for a lternatives. Farm ers  c la im  they w ou ld  grow  cam elina  if 
a local m arket fo r  it existed. C urren t m arkets  are too far  aw ay  to  ju s t ify  the ex tra  time 
and fre ight costs to de liver  the product. H ow ever,  no c o m p an y  wants to p lace a m arket in 
an area  w here  they canno t be sure a supp ly  exists. So, fa rm ers  will not g row  cam elina
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until they have a reliable m arket and cam elina  buyers  will not invest in a collection  or 
p rocessing  facility in an area where cam elina  is not yet p roduced  in sufficient quantities. 
Collabora tive  efforts am ong  agricultural o rganizations, farmers, and e levators  should  be 
made to im prove  access to new er markets.
Both sm aller  and larger e levators can p lay  a b igger  role in p rovid ing  m arkets  to 
foster crop rotation and alternative crops. In addition  to im prov ing  the short- term  ‘bottom  
l in e ’, it fosters the long-term  viability  and sustainabili ty  o f  farm  operations. T hereby  it 
not on ly  adds to the success o f  individual farms, but a lso  s trengthens the agricultural 
sector in the region. A nd  with that it adds to the vitality o f  rural co m m u n it ie s  o f  Central 
M ontana.
Future Research Directions
Farm ers  w ho partic ipated  in m y study  discussed  a rem arkab le  varie ty  of  
com plica ted  issues related to the ir  grain m arketing. T o  get a com ple te  p icture  o f  grain 
marketing, m uch  time and energy  w ould  need to be devoted  to research ing  and 
exp la in ing  the f iner points  o f  grain m arketing, governm ent farm  program s, research 
availability, the role o f  large agribusiness com panies ,  and m an y  other contribu ting  
factors.
This  study suggests  several d irections for future research into fa rm ing  operations 
and their  re la tionship  to markets. First, an additional study focusing  on farm ers near  the 
Central M on tana  C o-op  e levators in D enton  and G era ld ine  w ould  be o f  great interest, 
because  the greater com plex ity  o f  m arketing  op tions in this area and the role o f  farm er- 
o w n ed  e levators could  not be  fully explored  within time constrain ts  o f  this study.
Second, because  this study uses qualita tive m ethods to add perspective  to  existing
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quantita tive research, it raises several questions w hich  call for further  quantita tive 
research. For  exam ple , w hen  describ ing  the in terv iew ee dem ograph ics  in the previous 
chapter, I call attention to the d ifferences in truck size in relation to d istance  from  the 
elevator. In the background  chapter, I also relate m eans o f  transportation  o f  grain to the 
e levator to the location o f  elevators, noting that the d irection o f  this re la tionship  is 
unclear. It w ould  be useful to  design a quantita tive  study, for instance by using a survey, 
to clarify this re lationship. A no ther  study  could  be designed  to address the ability o f  the 
region to sustain a m arket for a crop such as cam elina.
These research possibilities  can be exp lo red  with reference to the them es of  
com petition , risk, and m arket availability  uncovered  in this study. T hese  them es add to 
ou r  understanding  o f  fa rm ers ’ decis ions regard ing  w hat crops not to grow, w hat crops to 
grow , and w here  to sell the ir  crops. T hese  insights point tow ard new  possibilities for 
im prov ing  and expand ing  m arket op tions and crop  choices  to boost farm ing  in central 
M ontana.
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APPENDIX B -  INTERVIEW MATERIALS
Letter to Newspapers
T o the Farm ers and R anchers  o f  Fergus and Judith  Basin Counties,
I am a graduate o f  M oore  High School and curren tly  pursuing m y  m as te r 's  degree in 
geography  at the U niversity  o f  M ontana-M issou la .  For m y thesis topic, I have  chosen  to 
focus on the geography  o f  agriculture. In the next few w eeks, I will be a ttem pting  to 
contact several people  in the fa rm ing  co m m u n ity  to request interviews for use in m y 
research. T h ese  in terview s will be used to help  describe farm ers '  perceptions and 
reactions to changes  in the location and size o f  grain e levators in Central M ontana .
This  topic is o f  particular  interest to me because  I g rew  up in Central M ontana . M y 
research will be m ade available to the public in the hopes that po licy -m akers  will use  it to 
better understand the perspective  o f  ou r  fa rm ers  on issues w hich  affect the ability  to grow 
and sell agricultural products . M y  research is also intended to benefit  the individual 
farm er by  m aking  the know ledge , opin ions, and ideas o f  o ther  farm ers available  for 
d iscussion.
If  you receive a phone call from  me, please consider  a llow ing me som e o f  your  time. 
Y our  experience  and insights are valuable  to me, your co m m unity  m em bers ,  and policy  
makers.
T hank You,
Jessie Reynolds
G raduate  Student. D epartm ent o f  G eography  
University  o f  M ontana
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form for an explanation.
Purpose:
You are being asked to take part in a research study exam ining the effects o f farm ers' 
perceptions and reactions to changes in the location and size o f  grain elevators in central 
M ontana.
Procedures:
The interview will take place at a time and place o f  your convenience and will last for 
approxim ately 20-40 minutes.
Risks/Discom forts:
There is no anticipated discom fort for those contributing to this study, so risk to 
participants is minimal.
Benefits:
Y our help with this study will contribute to the understanding o f how changes in grain 
?levator size and location affect farm ers in your com m unity.
Confidentiality:
Y our identity will be kept confidential. Only the researcher and her faculty supervisor 
will have access to the files. If the results o f  this study are w ritten in a scientific journal 
or presented at a scientific m eeting, your name will not be used. The audiotape will be 
transcribed w ithout any inform ation that could identify you. The tape will then be erased.
C om pensation for Injury:
Although we do  not foresee any risk in taking part in this study, the following liability 
statem ent is required in all U niversity o f  M ontana consent forms.
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In the even t that you  are in jured as a result o f  th is research  you should 
individually  seek appropriate m edical treatm ent. If  the in ju r) is caused  by the 
n esligence  o f  the U niversity  o r any o f  its em ployees, you  m ay be en titled  to 
re im bursem ent o r com pensation  pursuant to the C om prehensive S tate Insurance 
Plan estab lished  by the D epartm ent o f  A dm in istra tion  under the authority  o f  
M .C .A .. T itle 2. C hap ter 9. In the ev en t o f  a c la im  fo r such  in jury , further 
in fo rm ation  m ay be ob tained  from  the U n iv e rs ity 's  C laim s represen ta tive  or
U niversity  Legal C ounsel. ("Review ed by U n iv e rs ity  L egal C o u n se l. Ju ly  6 . 1993)
Voluntary ParticipationAYithdrawal:
Y our decision  to take part in th is research  study is  en tire ly  vo luntary . Y ou  m ay w ithdraw  
from  the study at any tim e fo r any reason.
Questions:
I f  you  have any questions about the research  now o r during  the study contact: Jessie 
R eyno lds at the address o r phone num ber listed  above.
Statement o f Consent:
1 have read the above descrip tion  o f  this research  study. I have been inform ed o l the 
risks and benefits involved, and all my questio n s have been answ ered  to my 
satisfaction. Furtherm ore. I have been assured  that any future q u estions I m ay have 
w ill also  be answ ered  by the researcher. I vo luntarily  agree to take part in th is  study. 
1 understand  I w ill receive a copy o f  this consent form .
Prin ted  (T yped) Nam e o f  Subject
Subject's  S ignature D ate
Statement o f  Consent to be Audio Recorded: (Please initial)
 I w ill allow aud io  record ing  during the in terview . I understand  that aud io  record ings
w ill be destroyed  fo llow ing transcrip tion , and that no  iden tify ing  in fo rm ation  w ill be 
included  in the transcrip tion .
OR
 I p refer no t to be audio  recorded.
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Interviewee/Informant Rights
From  Dunn and M cG uirk  in Dunn (2005)
Please keep this copy fo r  your  records. Feel free to  contact me via phone or em ail with 
any questions, concerns, o r  additional inform ation you feel is relevant to m y research.
•  Perm ission  to  use a vo ice-recorder during  the interview  m ust be  given in advance.
•  All transcribed material will be anonym ous.
•  A udio  recordings and transcripts will be m ade available to  those partic ipants  w ho 
request them.
• Partic ipants  have  the right to  change  an answer.
•  Partic ipants  can contact me at any time in the fu ture  to alter o r  delete  any
statements made.
•  Participants can discontinue  the interview  at any stage.
• Partic ipants  can request that the vo ice-recorder be paused at any stage during  the
interview.
•  Partic ipant m ay obtain  a copy  o f  the final thesis at the M oore  Public  Library. 
Contact information:
Jessie Reynolds 
D epartm ent o f  G eography  
U niversity  o f  M on tana  
M issoula , M T  59812
Phone: 406-240-8294
Email: je ss ie .reyno lds@ um ontana .edu
Thank you for your t im e and input! I intend to  m ake a copy  o f  m y com ple ted  thesis 
available at the M oore  Public  Library.
Interview Guide for Farm ers
W hat crops do  you grow ?
W hat crops have you grown in the past?
H ow  do  you decide w hat crops to grow ? __
W here  do you sell your crops?
H ow  far is it?
H ow  do you get your  grain there?
Truck or semi transport?  Personal storage?
W h o  ow ns the e levator/m arket?
If the distance you m ust drive your  grain changes, w ould  you grow  som eth ing  different? 
W ou ld  you sell at a different place?
W hat if  fuel prices change?
W hat if  the grain e levator  changes its o ffering price?
W hat if  the e levator changes ow nersh ip?
Are there any factors that I h av en 't  m entioned  that m ight cause you to  g row  som eth ing  
different o r  sell your  crop  at a d ifferent place?
W hat are the advantages and disadvantages  o f  selling a t ________ ?
W here  else could  you sell it?
_______ W h y  do you choose  instead?__________________________________
H ow  do you think the new  e levator in M oore  changes  farm ing  practices?
Did the construction o f  the e levator at M occasin  have  s im ilar  effects?
H ow  m uch does the grain e levator influence w hat you grow ? 
Be prepared to  fo llow  up.
Is there anything else you w ould  like to m ention?
D em ographic  Data 
Farm  Size 
Fa rm er Age
#  o f  W ork ing  Fam ily  M em bers  
C rops  G row n 
D istance to  M arket 
_______ O w nersh ip____________________
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Interview Guide for Elevator O perators
N ew , large  eleva tors O lder , sm a ller  e leva tors a n d  f e e d  a n d  seed  
stores
W hat do  you know  about the history o f  the grain elevator(s) in this area?
Tell me about this elevator.
W h o  ow ns it? D o  they ow n  others in the area? H ow  do  you set grain prices? 
D escribe your  c o m p a n y ’s re la tionship with the railroad.
W h o  has sold here in the past? W h o  sells here now?
H ow  do you think your  e levator will affect 
o r  does affect o ther  nearby  elevators?
H ow  does your  e levator affect the farm ers? 
H ow  does your  e levator affect the 
com m unity?
H ow  does the construction  o f  larger 
elevators affect you?
H ow  does it affect the farm ers? 
H ow  does it affect the com m unity?
D o you antic ipate  any new  custom ers?  
H ow  far m ight farm ers be  willing do drive 
to sell here?
Do you anticipate losing any business  to
the new  e levator in M oore?
a n d /o r
Did you lose any business  w hen  the 
e levator in M occas in  w as built?
Have you noticed a change  in the variety or  quantity  o f  grain be ing  sold?
I f  yes:  W hat, in your op in ion , are factors that contribute  to it?
Is there any th ing  e lse you w ould  like to m ention?
Is there  anyone else I should  talk to?
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